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SEVERAL PROMOTIONS 
MADE BY HOME LIFE 





W. J. Cameron and James A. 
Fulton Are Elected Vice- 
Presidents 


ADD TO OFFICIAL STAFF 





Dr. Whitney Is Medical Director, Man- 
ning Superintendent, Cruess 
Assistant Secretary 


NEW York, April 26.—Several impor- 
tant changes have been made in the 
official staff of the Home Life of New 
York, effective May 1, rounding out the 
home office organization in keeping with 
the tremendous growth which has been 
made in the past year. The company has 
made remarkable strides in the past 
three years, since President Ethelbert 
Ide Low took the leadership of the or- 
ganization, and in the past half year 
has very nearly-doubled its production 
of new business. 


Many Are Promoted 


William J. Cameron, actuary since 
1923, and James A. Fulton, superinten- 
dent of agents for the past year, have 
been elected vice-president of the com- 
pany. H. W. Manning, who recently 
joined the Home as assistant superin- 
tendent of agents, becomes the super- 
intendent. Dr. C. F. S. Whitney, for 
some time associate medical director, 
has been named a medical director. 
Benjamin R. C. Low of Hoes, Low & 
Miller becomes general counsel, to suc- 
ceed Howard Van Sinderan, who has 
asked to be relieved of the active duties 
of that office and will remain as associ- 
ate general counsel and a director. Leigh 
Cruess, assistant actuary for five years 
and with the company since 1919, 
has been appointed assistant secretary. 
These changes, together with one or two 
announced a short time ago, round out a 
new and more effective home office or- 
ganization of this rapidly expanding 
company. 

W. J. Cameron's Career 


ion J. Cameron has been with 

Home Life since 1917 and has had 

a hae and active actuarial experience. 
He graduated from the University of 
Toronto i in 1911 and that vear went with 
the New York Life. Three years later | 
he was appointed deputy insurance com- 
missioner and actuary of the North Caro- 
lina insurance department, which post 
he held until 1917, when he went with 
the Home Life. In July of that vear he 
was elected a fellow of the Actuariz il So- 
ciety of America. In January, 1918, he 
was made assistant actuarv oi the com- 
Pany and in March, 1923, he was made 
actuary. He now becomes vice-president 
and actuary. Mr. Cameron's work with 
the company has been uniquely in line 
with general program. for he has 
heen almost as valuable in the age ncy 
department as in the actuarial depart- 
ment, having an unusual perception of 
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COMPANIES INTERESTED 
IN IMPORTANT BILL 


BIG ISSUE BEFORE CONGRESS 


' Would Prevent Transfer of Suits to 


Federal Courts Until Federal 
Issues Are Involved 





WASHINGTON, D. C., April 26. 
Insurance officials as well as men con- 
nected with other corporations are deep- 
ly interested in Senate Bill 3151, which 
would prevent corporations transferring 
suits to the federal court as is now the 
case if a corporation is domiciled in 
another state than where the suit is 
brought. Under the present procedure 
a citizen of Maryland for example brings 
a suit in the state court against a New 
York insurance company. The New 
York insurance company not being a 
Maryland corporation can have the case 
transferred to the federal court. Insur- 
ance companies have frequently done 
this, feeling that they can get a far bet- 
ter brand of justice in the federal courts. 
In the state courts, political contingen- 
cies and influences have a marked effect. 
Federal judges are appointed for good 
behavior. Very frequently insurance 
companies have encountered embarrass- 
ing situations in the state courts be- 
cause of the prejudice against them. 
They have always felt that they could 
get justice in the federal court. 


Proponents of the Measure 


Senator Norris of Nebraska is one of 


the foremost spokesmen for this bill 
which has been recommended by the 
judiciary committee of the senate. Sen- 


ator Walsh of Montana also seems to 
be one of the proponents of the meas- 
ure. Senator Deneen of Illinois brought 
out a minority report. Senator Norris 
declared that it had gotten to be the 
case that Nebraskans at times desiring 
to organize a company would get a Del- 
aware charter, but all the activities would 
be centered from some Nebraska office. 
In case it were sued it would imme- 
diately have the case transferred to the 
federal courts. 


Claim Being Made 


The claim is made that the corpora- 
tions are interested in maintaining the 
present procedure and justice is being 
withheld from individuals. Another fac- 
tor that has some weight in the present 
controversy is the clogging of the fed- 
eral courts with liquor cases. Every 
court is now crowded with liquor cases 
of all kinds. Under the bill now before 
the senate no case could be transferred 
to the federal court unless some federal 
issue were involved. The domicile of 
corporations or persons would not have 
an effect. This is one of the most im- 
portant bits of legislation affecting cor- 
porations that is before Congress. 


the inter-relation of the home office de- 


partments and the field forces 


Fulton Prominent Agency Man 


James A. Fulton, who now becomes 
agency vice-president, is one of the 
younger agency men who has made an 
outstanding record in his field. He is 
not yet 40 years old and yet he has 
been a recognized authority on agency 
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FIRST QUARTER OF 1928 
SHOWS PLEASING GAINS 


1928 FIGURE IS PASSED) 


| 


March Sales Increase Over February 
| 


—Most Sections of the Country 
Report Gains 


HARTFORD, April 26.—Sales of or- 


dinary life insurance the first three | 
months of 1928 show production of 3 
percent higher than sales during the 
same period last year. This tends to 
disprove the statement which has often 
been made that the year of the presi 

dential election is one of uncertainty and 
of poor business conditions, which would 
necessarily be reflected in smaller life 

insurance sales. The Life Insurance 


Sales Research Bureau has investigated 
past sales records with interesting re- 
sults. Over a 25-year period it was found 
that, while the average yearly gain was 
% percent, during election years sales in- 
creased 12 percent on the average for 
United States life insurance companies. 
March Sales Greater 


recorded during March by 81 
companies reporting to the research 
bureau are about $100,000,000 greater 
than in February. The total of $832,- 
250,000 is approximately $5,000,000 
than in March, 1927, which is the 
ond highest month on record. 

The New England states’ record 
monthly sales almost identical with pro- 
duction last March. Maine continues to 
lead the section with a 10 percent gain 
for the month. For the quarter just 
ended, Maine and New Hampshire lead 
with increases of 20 percent and 18 per- 
cent respectively. Sales in the middle 
Atlantic states show a loss over last 
March's very high record. The east 
north central section gained 1 percent 
over business sold last March—all states 
but Michigan increasing. 

The west north central gain is 1 per- 
cent for the month and 5 percent for 
this quarter. North Dakota’s records 
are high for this section with a monthly 
gain $4 percent and a year to date 
increase of 23 percent. Business in the 
south Atlantic states percent bet- 
ter than the volume renorted last March. 
Delaware and South Carolina lead with 
gains percent and 23 percent, re 
spectively. Delaware high for 
the vear date with a percent in- 
crease 

The east south central 
a 6 percent gain during March with the 
in Mississipni 
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ANOTHER SUCCESSFUL 
SALES CONGRESS HELD 





Chicago Association Rally Com- 
bines Variety of Addresses on 
Educational Subjects 





SESSION LASTS ALL DAY 








Selling Contest and Projection of 
“Vanishing Fortunes” Are 
Among Features 
Another successful spring sales con 


gress was held by the Chicago Associa- 


tion of Life Underwriters this week, 
with a variety of talent on the pro- 
gram Chree speakers addressed the 
morning session and the Phoenix Mu- 
tual Life motion picture entitled, 


“Vanishing Fortunes” was projected 
Whatley, 
tion and Chicago general agent of the 
Aetna Life, 
he first speaker was John 
the P. L. Girault Chicago 
of the Equitable Life of New York. 
Mr. Morrell spoke on “When the 
Brains of a Business Die,” an address he 
makes before chamber ot 
gatherings and Rotary, Ki 
wanis and Lions clubs. Mr. Morrell is 
an expert on business insurance and 
last year paid for $3,180,000 of business 
in the Equitable. His theme is that 
“If we know what we are trying to do, 
we can hedge against the continge ncies 
that may arise to prevent our doing it.” 
In considerable detail he told how a 
plan for distributing life insurance pro- 
ceeds should be worked out and went 
exhaustively into the matter of the laws 
of descent, partnership, bankruptcy, and 
corporation in Illinois and other states 
“Modern business,” he said, “takes the 
bankrupt out of his difficulty and puts 
him back on his feet.” 


Dangers in Beneficiary 
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a life policy 
as long as a man has reserved 
the right to change the 


policies 
the policies belong to him and 


hiciary, 


therefore to his creditors if he goes 
into bankruptcy. He warned his hear- 
ers to assist and advise their clients in 


planning distribution of the proceeds of 
life policies by learning what ‘the policies 
intended for and seeing to it that 
so issued that they will ful- 
fill that purpose and none other. “Life 
insurance payable to an estate is not 
protection.” Mr. Morrell said. In speak 
ing of trusteeing life insurance he said 
that the strong point of the trust agree 
ment is the greater flexibility of this 
agreement as compared with the life in- 


are 
they are 


surance company method of handling 
policy proceeds. He said also that 
whenever an assured asks an agent 


what charge is made on insurance funds 
left with life companies the agent should 
tell the truth and say that there is a 


(CONTINUED ON PAGE 28) 

















4 


THE NATIONAL 





UNDERWRITER 


April 27, 1928 








DISABILITY CLAUSE UP 
FOR COURT CONSTRUCTION 


——_. 


COMPANY DENIED LIABILITY 





Question at Issue Was Whether the 
Assured Was Permanently Dis- 
abled Under Contract Terms 





Where insured was totally disabled 
for over three years but recovered, held 
disability was not permanent within 
terms of life policy—In Hawkins vs. 
John Hancock, Supreme Court of Iowa, 
218 N. W. 313, the defendant issued a 
policy which provided for certain pay- 
ments in case the plaintiff became totally 
and permanently disabled. The plaintiff 
was totally disabled for over three years, 
and brought the action to recover under 
the disability clause. At the time of 
the trial, it was established that the 
plaintiff had recovered to a certain 
extent and was not at that time totally 
disabled. 

What the Court Held 


_ On this fact the trial resulted in a 
judgment in favor of the defendant. On 
appeal the higher court in reviewing the 
record and in holding that the plaintiff 
had not been totally and permanently 
Sane within the terms of the policy, 
said: 

“The word ‘permanent,’ or its deriva- 
tive ‘permanently,’ has different mean- 
ings dependent upon the subject-matter 
and connection of its use. Webster’s 
defines it: ‘Continuing in the same state, 
or without any change that destroys 
form or character; remaining unaltered 
or unremoved, abiding, durable, fixed, 
stable, lasting.’ ‘The synonyms given 
are ‘durable, constant.’ 


Definition Is Given 


“The Century defines the word as 
‘lasting or intended to last indefinitely, 
fixed or enduring in character, condition, 
State, position, occupation, use or the 
like, remaining or intended to remain 
unchanged or unremoved, not tempor- 
ary, or subject to change, abiding.’ ‘Per- 
manently’ is defined ‘in a permanent or 
lasting manner; so as to remain.’ 
Antonyms are ‘transient, temporary, 
shifting, provisional.’ It is obvious that 
a disability which is temporary or tran- 
sient cannot be permanent. 7 9 

Was Not Wholly Disabled 


“In the light of these considerations 
we are of the opinion that the plaintiff 
must fail. The proofs offered by him 
to the company in support of his claim 
show that at the time they were made 
the insured was not wholly disabled; 
that he was slowly improving. To the 
question, ‘Are you totally disabled at 
the present time so that you will be 
permanently prevented from the pursuit 
of any form of mental or manual labor 
for compensation, gain or profit whatso- 
ever?’ plaintiff answered, ‘No; not since 
Nov. 1, 1925.’ Affirmed.” * * * 


Commonwealth in West Virginia 


The Commonwealth Life of Louisville 
recently opened its first branch office 
in West Virginia at Huntington, and is 
now operating in ten states. The com- 
pany reported a net gain of $2,500,000 
in insurance in force for the first three 
months of this year. March was the 
largest month in the history of the in- 
dustrial department, which wrote 1,- 
990,174. 


Metropolitan Life 


As stated in the 1928 edition of the 
Little Gem Life Chart, the Metropolitan 
is now paying 4.75 percent on funds left 
with the company at interest. This is 
an increase from 4% percent. Although 
the rate has been raised on funds left 
with the company, dividends left at in- 
terest are still at the old rate of 4.5 
percent. This distinction is not clearly 
made in the Little Gem Life Chart, page 
240, 





GIVES PICTURE OF VAST 
INVESTMENT INTERESTS 





TAKES IMAGINARY JOURNEY 





Vice-President Woodruff of Prudential 
Gives Figures to Convention 
in New Way 





NEWARK, N. J., April 25.—Aban- 
doning the tiresome presentation of 
mere statistics, Vice-president Archi- 
bald M. Woodruff of the Prudential, 
speaking before the managerial confer- 
ence of that company here last week, 
gave a striking picture of the invest- 
ment department of this institution. Mr. 
Woodruff, who is in charge of the real 
estate and mortgage loan department, 
said that it is difficult often to compre- 
hend what investment figures mean, so 
he used as an example an imaginary trip 
from New York to Chicago. Evidence of 
the Prudential’s vast financial interests 
were seen on every hand throughout 
this entire imaginary journey. 


Is Unique Journey 


Starting in New York, he cited the 
$13,000,000 interest in the American 
Telegraph & Telephone building, the 
$7,500,000 interest in the Pennsylvania 
hotel and the real estate loans of $102,- 
000,000 in greater New York, among 
many other items. Stepping into a tele- 
graph office to send a message, he was 
reminded of the $3,900,000 interest in 
the Western Union system. ‘Going to 
the train, selecting the Pennsylvania line 
as merely as one of the many that might 
have been used, he thought of the $20,- 
000,000 in bonds of the Pennsylvania 
system which the Prudential holds. As 
the train emerged from the tunnel across 
the Hudson, he saw buildings on which 
the Prudential held $18,190,000 of mort- 
gage loans. As the train progressed 
towards Newark, he saw the new Sears- 
Roebuck plant, installment notes of 
which are held to the extent of $6,400,- 
000. At Manhattan transfer he was re- 
minded of the recently announced plans 
of abandoning this old landmark and 
replacing it with a new depot at Newark, 
to be bonded for over $20,000,000. In 
Newark, he saw the public utilities plant 
and was reminded that securities of over 
$24,900,000 of this system were held. 


Interest Seen Everywhere 


As the journey progressed, the wide 
extension of interests represented in the 
investment holdings was clearly brought 
out. Crossing the state highway, the 
stream of automobiles suggested the 
$2,800,000 interest held in the tire com- 
panies. In the diner, practically every 
item suggested some vast field of in- 
vestment, from the large holdings in 
soap factories, to the meat packing, but- 
ter and egg industries. Smoking an 
after dinner cigar, he was reminded of 
the extensive investment in that industry. 
At Atlantic City, many millions were 
represented in the hotels and other struc- 
tures about the town. In Philadelphia, 
vast sums on buildings and homes were 
represented, and in addition, a huge 
total of $32,100,000 in the building and 
loan field, uniquely developed in that 
city. 

As the train went on through western 
Pennsylvania, holdings in the mining in- 
dustry, fruit farming and dairy products 
were brought before the mind. Through 
Ohio and Indiana the great farm mort- 
gage field was pictured constantly, the 
Prudential’s funds being represented on 
all sides. Just before coming into Chi- 
cago, the great oil refineries at Indiana 
harbor suggested the millions invested 
in that business. Embarking from the 
train at Chicago, there were again seen 
structures representing huge invest- 
ments, including $2.585,000 in the Tribune 
Tower, $4.905,000 in the Insurance Ex- 
change building, $3,000,000 on Marshall 
Field & Co. $14,000,000 in the Chicago 
electric and gas companies, and vast 
sums in business and home building 








PENN MUTUAL AGENTS 
TO HOLD CONVENTION 


WILL MEET AT HOT SPRINGS 





Strong Galaxy of Home Office People 
Headed by President Law 
Will Attend 





Agency leaders forming the Penn 
Mutual Agency Association, of which 
J. Edward Durham is president, will 
gather at Hot Springs, Ark., for a four- 
day session next week. President Wil- 
liam A. Law, with William H. Kings- 
ley and Hugh D. Hart, vice-president; 
George R. White, actuary; Vincent B. 
Coffin, director of instruction, and other 
home office officials will be present. 

Further material in the company’s man 
power organization campaign will be 
presented and explained. The time will 
be divided between the organization 
plans and salesmanship. President Law 
will speak on the financial policy of the 
company. Vice-president Kingsley will 
discuss the life insurance trust. Vice- 
president Hart will speak at the an- 
nual dinner. Ralph G. Engelsman of 
New York will have an address on 
salesmanship. 


Maj. Harrison to Speak 


Major J. J. Harrison, vice-president 
of the Home Life of Little Rock, will 
speak on “Selling the New Man the 
Business.” Alexander E. Patterson, 
general agent at Chicago, will describ 
“Essentials of Supervision.” J. N. 
McLean of Jackson, Miss., one of the 
premier producers, will detail his selling 
plan. Leon W. LaBounta of Kewanee, 
Ill., will tell how to develop rural terri- 
tory. J. Elliott Hall of New York City 
will speak on supervision. Vincent B. 
Coffin, director of education, will head 
a discussion on the new training plans, 
and Ralph Humphreys, assistant to the 
vice-president, and E, Paul Huttinger of 
the research department, will have a 
part in this portion of the program. The 
morning of May 3, will be given over 
to an open forum under the chairman- 
ship of J. Elliott Hall of New York. A 
committee of home office officials and 
general agents has charge of this feature, 
and will be on the platform to answer 
questions—George R. White, actuary. 
handling actuarial questions; Dr. James 
P. Hutchinson, associate medical direc- 
tor, speaking for the medical branch, 
and Malcolm Adams, supervisor of ap- 
plications and deaths claims, being the 
target for questions concerning the com- 
pany’s issuance practices and regulations. 
Stewart Anderson will make the closing 
address. 


Evans to Be Guest Speaker 


The annual dinner will be Thursday 
evening, with J. Edward Durham as 
toastmaster. Company officials will have 
part in the speaking. The guest speaker 
will be Charles T. Evans, vice-president 
of the Home Life of Little Rock. The 
agencies will be represented by Hugh M. 
Willet, general agent at Atlanta, a for- 
mer president of the National Associ- 
ation of Life Underwriters. 








loans. The great net work of invest- 
ments seen in every item used was 
clearly brought out in this unique way. 
Mr. Woodruff presented a striking pic- 
ture of the huge financial department 
of the Prudential without boring his 
listeners with a long recital of figures. 
In conclusion, Mr. Woodruff presented 
the totals of the various investments. 
The total of bonds and stocks held is 
$716,198,026 on which the company had 
an average income of 4.94 percent. 
Real estate loans and installment notes 
total $864,364,903 on which there was 
an average income of 5.45 percent. The 
total of housing loans is $481,246,718 of 
which $354,035,248 are on dwelling and 
$127,211,469 are on apartments. 





AETNA LIFE’S LEADING 
PRODUCERS FOR QUARTER 


PURSELL HEADS HONOR LIST 





Reading, Pa., General Agent Writes 
$577,280 During First Three 
Months of 1928 





S. H. Pursell, general agent for the 
Etna Life at Reading, Pa., is far in the 
lead of company agents in paid business 
for the first quarter of the current year, 
according to company records covering 
that period. To date, this year, he has 
accounted for $577,280 in paid business, 

Mr. Pursell joined the A£tna organi- 
zation in 1913 and has been a consistent 
leader since that time. Last year, for 
the first time, he became a million-dollar 
producer and bids fair to approach the 
$2,000,000 mark before the end of 1928, 

Second place for the first quarter goes 
to H. C. Fisher, agent connected with 
the Washington, D. C. general agency, 
whose total thus far is $351,000. Mr. 
Fisher, who has been with the A£tna 
only since December, 1925, two years 
ago sold $300,000 worth of new busi- 
ness, last year increasing that total to 
$758,000. 

Establishes 


D. K. Martin, agent at San Antonio, 
last year’s leader, stands fourth with 
$283,655. Mr. Martin last December es- 
tablished a company record when he re- 
ported more than $1,000,000 worth of 
new business during the month. His 
figure for the entire year was in excess 
of $1,800,000. Mr. Martin, who joined 
the Dallas general agency of the com- 
pany in 1907, has since that year been 
a leading figure in the company’s field 
organization. He joined the San An- 
tonio general agency two years ago. 

Other leading producers for the first 
quarter and their amounts follow: M. C. 
Thornton, Indianapolis; who occupies 
third place with $322,000; J. S. Mary- 
man, Little Rock, a million-dollar pro- 
ducer for five consecutive years, whose 
$273,838 gives him fifth place; A. A. 
O’Donnell, Hartford, $234,500; C. M. 
Jacobs, Cincinnati, $207,000; R. W. 
Barnes, Syracuse, $201,500; Abraham 
Rockmaker, Reading, $196,000. 


Company Record 





Writes Huge Group Line 


Setting an example for its own men 
in business expansion the Prudential 1s 
adding a huge group insurance policy 
on its own organization, which enables 
each employe participating in the con- 
tributory group plan now in force to 
double his certificate. While all of the 
employes may not take advantage ol 
this, it will add well over $100,000,000 to 
the group business outstanding. At pres- 
ent the Prudential organization carries 
$134,362,891 of contributory group in ad- 
dition to the free insurance granted by 
the company and the new offering of the 
company makes available a similar 
amount of contributory group. 


United of Chicago Licensed 


The United Insurance Company 0° 
America, with home office at 2721 South 
Michigan avenue, Chicago has been 
licenosed by the Illinois department. It 
has $100,000 capital and $28,000 surplus. 
O. T. Hogan is president and A. V. 
Johnson secretary. These men also 
operate the United States Mutual, writ 
ing accident and health insurance. he 
new company will write life insurance 
only for the present. 


Organizing New Company 


The American Home Life of Gary, 
Ind., of which Louis H. Koch is pres 
dent, is now operating as a legal reserve 
mutual but the same interests have 3 
stock organization under way whic 
will be known as the Hoosier State Life. 
This company is expected to be ready 
within the next few months. 
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TRAVELERS’ ECONOMIST 
SPEAKS IN NASHVILLE 





Professor Bailey Makes Address 
in Connection with Thrift 
Movement 





PRAISES LIFE INSURANCE 





Offers Form of Protection as Nearly 
Perfect as Human Agencies 
Have Devised 





NASHVILLE, TENN., April 26.— 
The economist is constantly dealing with 
three kinds of utility which pertain to 
form, place and time, it was explained 
Tuesday by Professor William B. 
Bailey, economist of the Travelers, in 
an address here in connection with the 
Tennessee Bankers’ Association thrift 
movement. The question.of time utility, 
it was pointed out, comes into opera- 
tion whenever a person saves money at 
a time when it is not needed, so that in 
later life a surplus will be at his dis- 
posal, 

“Thrift Through the Medium of Life 
Insurance” was the subject which Pro- 
fessor Bailey discussed. Form and 
place utility, while of the utmost_im- 
portance in their effect on many com- 
modities, do not have as direct a bear- 
ing on the question of saving as does 
the question of time utility. The per- 
son who practices thrift does so be- 
cause he recognizes the possibliity of 
future needs arising at a time when 
money will be scarce and his earning 
capacity diminished. 

Secures Stability of Income 


In laying aside money through the 
purchase of life insurance, a person is 
able to secure stability of income and 
a marketable value whch is of import- 
ance as a collateral, Professor Bailey 
declared. If the investment is made 
through channels other than life insur- 
ance, a person runs a greater chance 
that something may befall his thrift pro- 
gram and perhaps leave him in a con- 
dition of need during old age. Life 
insurance, he said, presents a definite 
program which in all probability will be 
carried through to completion, as pre- 
miums must be paid with regularity and 
the policyholder has an incentive to con- 
tinue making the payments because 
failure to do so in any one instance 
would wreck the program of protec- 


tion, 
Nearly Perfect Protection 


Life insurance is a form of protection 
as nearly perfect as human agencies 
have devised, it was declared. When 
the policy matures a fund is established 
to meet the needs of old age, and if it 
matures by the death of the policyholder 
before the normal life expectancy is 
teached, there accrues to the estate or 
the named beneficiary an amount which 
is greater than would have been ac- 
cumulated any other way. Property, 
Professor Bailey declared, can be ac- 
cumulated and serve the purposes of 
time utility only if one’s investments are 
made wisely and turn out successfully, 
ut the accumulation of property is de- 
Pendent on the buyer living long enough 
to complete the estate he has as an ob- 
jective. If stocks are purchased, good 
Usiness judgment must always be ex- 
ercised, while in the practice of thrift 

rough the purchase of life insurance 
the policyholder does not have to 

ther with reinvestment, nor incur the 
temporary loss of income through idle 
unds and perhaps suffer a permanent 
crease in income if money is bring- 


AMERICAN SECURITY TO 
START BUSINESS SOON 


INCORPORATING THIS WEEK 


New Alabama Life Company Will Start 
With $500,000 Capital—Officers 
Named 


BIRMINGHAM, April 
American Security Life of Birmingham, 
the new Alabama company announced 
recently, is being incorporated this 
week with $500,000 capital. The com- 
pany will have offices at 235-244 Martin 
building. It will operate only in Ala- 
bama at first, but will gradually spread 
to other states. 

D. V. Edmundson will be president, 
Victor M. Shewbert, vice-president in 
charge of agencies, and R. A. Gray, sec- 
retary and treasurer. The directors will 
be S. L. Marbury, M. L. Wertheimer, 
William F. Donovan, W. G. Patterson, 
D. P. Knapp, B. L. Hinkle, J. P. 
Walker,, R. A. Gray, D. V. Edmundson, 
Elliott Knight, V. M Shewbert, Harper 
Johnson, Dr. Lloyd Noland, J. B. Hill 
and Henry Fowlkes, all well known 
business men of Birmingham. 





ing a lower rate of return at the time 
when reinvestment has to be made. 

The practice of thrift through the 
purchase of life insurance, Professor 











INVESTIGATE GLOBE LIFE, 
WOODMEN OF WORLD DEAL 
SOUGHT TO AID FRATERNAL 


W. A. Fraser Explains Transaction and 





26. — The | 





Bailey explained, has enabled many per- | 
sons to provide themselves with a fund | 


to pay off mortgages, to send children 
through college, to pay bills and to meet 
other requirements during the settle- 
ment of an estate, and to insure the 
continued operation of a business which 
may depend to a large extent on the life 
of a particular person. In its present 
operation it was said life insurance is 


the only safe investment which can be | 


obtained through easy payments and 
which immediately establishes an estate. 

Professor Bailey expressed the view 
that life insurance is sold as cheaply as 
any other commodity, and he claimed 
that $1,000 of insurance protection is 
provided as low, if not lower, than any 


| some 
| business before launching the Globe, and 


other commodity with the same value | 


that is on the market. He also empha- 
sized that thrift and prosperity in this 
country were dependent in a large 
measure upon the success of mass pro- 


duction, which makes it possible for 
People to buy articles much more 
cheaply than formerly. He said that | 


industry in the United States spends 10 | 


times as much per machine for each 
employee as is done in Italy and that 
the reason why this country was able to 
do this was because of plentiful money 
and saving. 


Reasons for Organization of 
Stock Company 


LINCOLN, NEB., April 26.—Officers 
of the Globe Life and Woodmen of the 
World underwent a thorough examina- 
tion at the hands of attorneys for the 
group of Woodmen members who are 
seeking a court order requiring the 
Globe Life to return to the Woodmen 
treasury the money paid for stock in it, 
the same group of officers acting for 
both in the original transaction. They 
were called by the plaintiffs as their 
own witnesses. 

W. A. Fraser, head of both organiza- 
tions, testified that the Globe had no 
assets when organized and that its mil- 
lion capital and million surplus were 
made up of $1,600,000 of securities of 
the Woodmen and $400,000 of its cash, 
for which all the authorized shares were 
issued except for two blocks of 2,500 
shares taken by officers. 


Fraternal’s Membership Decreases 


The membership of the fraternal 
order, he said, had been decreasing 
steadily during the last nine years and 
the field men were dropping out because 
they could not make a living. The 
Globe was organized to aid the fraternal 
order and with the object of allowing 
all of its stock to be available for pur- 
chase by the members of the latter. Mr. 
Fraser said he had not favored the plan 
of putting 51 percent of the stock of 
the Globe in the name of the Woodmen 
corporation because he believed that if 
members held shares individually they 
would be more interested in its success 


Approved Before Convention 


Mr. Fraser said he took the advice of 
men foremost in the insurance 


that he believed that it will aid the 
Woodmen because it will keep the field 
men on the job. The field force of a life 
company is its chief asset, he said, and 
the use of the Woodmen field force gave 
the Globe 2,000 agents to start with, 
the expense being paid out of the money 
received from the Woodmen for stock. 
The whole matter of investment of 
Woodmen money was put before the an- 
nual convention, he said, and met with 
approval. It was under this authority 
that the officers acted in forming the 
new company. 
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TEXAS AGENTS GATHER > 
FOR SPRING MEETING 


W. T. O’Donohue Predicts Revo- 
lutionary Change in Insurance 
Selling Methods 


C. DAY GIVES ADDRESS 

Southland Life Man Tells of Benefits of 

Advertising and Explains Cooper- 
ative Campaign 


C. 


SAN ANTONIO, April 
Citing the growth of the chain store idea 
and mer- 
chandising as an example of the new era 
in W. T. O'’Donohue, vice- 
president of the Jefferson Standard Life, 
warned life underwriters of Texas, as- 
sembled in convention in San Antonio, 
that a revolutionary change in insurance 
selling may be in store for the industry 
within the comparatively near future. 
Mr. O’Donohue made one of the principal 
addresses before the third annual spring 
convention of the Texas Association of 
Life Underwriters, which convened in 
San Antonio on April 20, 


Tex., 


its drastic effect upon retail 


business, 


Due for a Change 


“As sure as we are here,” Mr. O’Dono- 
hue warned, “life insurance selling is due 
for a change. Just because the present 
American agency system has been the 
means of our enormous growth to date 
is no reason that it will continue to be 
the best method of selling insurance. I 
do not mean by that that the agency 
system is doomed. I do mean that the 
successful agent and salesman of the 
future is going to be a lot bigger and 
better man than the average individual 
selling insurance today. 

“When the chain stores came it was 
predicted that the independent retail 
store was doomed and the drones in the 
retail merchandising business were 
doomed. While the chains have put a 
lot of little independents out of busi- 
ness, they have made better merchants 
out of those independents who had the 
ability to stick. 

“The doom of the jobber has been 
predicted for many years; and a lot of 
jobbers have passed out of the picture. 
But we find more successful jobbers to- 
day than ever before, for the simple 
reason that changing merchandising 
methods have made them either improve 
their system or get out. 


Drones Will Fall Out 


“That same basic trend is going to do 
the same thing for the life insurance 
business. We have had a hint from the 
Pacific Coast that life insurance may 
eventually be sold across the counter, 
like coffee or dry goods; and the growth 
of the group insurance business gives a 
hint as to what we may expect from 
great corporations as to the new system 
in insurance merchandising. When that 
new idea takes root, a lot of drones in 
this business are going to fall by the 
wayside. The good ones are going to be- 
come better. They are going to evolve 
into counsellors rather than salesmen, 
and their services always will be needed, 
regardless of the trend toward over-the- 
counter buying.” 

The first speaker on the morning pro- 
gram was Graham Dowdell, president of 
the Alamo Life, San Antonio, who in- 
troduced Mayor C. M. Chambers, who 
in turn welcomed the delegates to the 
city. W. D. Foster of Austin, agent for 
the Northwestern National Life, re- 
sponded. 

c. C. Day Speaker 


H. Malvern Marks, Jr., manager of the 
Fort Worth office of the Indianapolis 





Superintendent of Agents 
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Builders 


who realize the importance of their 
work give prime consideration to its 
permanence. Without the ability to 
perform lasting service, the finest 
products of the human brain be- 
come useless and unprofitable. 


American Central Men, 


by the inherent principles underly- 
ing the new contracts which they 
enjoy, look upon themselves not 
merely as builders of valuable life 
insurance estates for their clients’ 
but as creators of prosperity and 
lasting contentment for themselves 
and for their families. This con- 
ception, ingrained in the character 
of each American Central repre- 
sentative, makes for an organiza- 
tion conspicuous for its morale and 


exceptional in its unity of purpose. 































THE NATIONAL UNDERW RI TER 


CONSERVATIVE LIF E AND. 
DES MOINES LIFE MERGE 





DEAL SUBMITTED TO YENTER 





Secretary Shinnick Announces Company 
Now Has $32;000,000 in Force 
and $4,500,000 Assets 





DES MOINES, April 26.—Merger of 
the Conservative Life of Sioux City with 
the Des Moines Life & Annuity has just 
been announced by J. J. Shambaugh, 
president of the Des Moines company. 

The consolidation has been approved 
by both companies to become effective 
May 1, and will be submitted to Ray 
Yenter, state insurance commissioner, 
for his approval. 

President Shambaugh announced that 
Burton E, Saxton, president of the Con- 
servative Life, will join the home office 
staff in Des Moines in an official 
capacity. 

Has $32,000,000 in Force 


The merger gives the Des Moines Life 
& Annuity $32,000,000 of insurance in 
force and assets of $4,500,000, it was an- 
nounced by Edmund L. Shinnick, sec- 
retary. 

The Sioux City company is an old line 
legal reserve company and was organ- 
ized in 1918. President Saxton was one 
of the organizers. The company on 
Dec. 31, 1927, had insurance in force of 
$1,838,000 and assets of $211,000. The 
company writes nonparticipating policies. 
Officers in addition to President Saxton, 
are Jessie A. West, vice-president; T. M. 
Murdock, secretary and treasurer, and 
I. E. Nervig, medical director. 

The Des Moines company was organ- 
ized in 1917 and is licensed to operate 
in lowa, Minnesota, North and South 
Dakota, Missouri and Nebraska. The 
company took over the Midland of St. 
Paul in March, 1925, a company having 
$10,000,000 of insurance in force and 
$1,500,000 in assets. 


EQUITABLE LIFE HAS 
REJECTIONS CLASSIFIED 





During last year the Equitable of New 
York declined 18,126 applicants. Most 
of these were due to physical impair- 
ment. Of the rejections, 71 percent 
were on applicants ranging from 20 to 
49 years of age. The following table 
shows the number in each 10 year age 
group: 





Number 
Ages Rejected Percent 
 & rrr Serre eT »337 7.4 
SD shin dt egies he Ged Oa ,191 23.1 
EE nik ernice aie Ripe ote ain 4.707 26.1 
ll hi a ae ah athe ek ie 4,032 22.2 
ES are 2,887 15.9 
60-69 .... 896 4.9 
TO GRE OVOP. 2 cccsese 21 0.1 
Ages not given........ 55 0.3 

18,126 100.0 





Ranking of Companies 


A ranking of the companies by insur- 
ance in force was published recently in 
THe Nationat UNperwriter. The total 
for the Southwestern Life did not 
include group insurance. The total in- 
cluding this class would be $218,287,405. 
This would place the Southwestern 46th 
in position, the same as it occupied last 
year. 

There was also a typographical error 
in the figures for the American National 
of Texas. The group and industrial 
business were transposed. The report 
should read: Industrial $311,008,669, 
group $17,133,275. 


Cleveland Sun Office Leads 


The Cleveland division of the Sun 
Life of Canada has taken first place in 
the ranking of company divisions 
throughout the United States and the 
second largest in the world. According 
to J. N. Willis, Cleveland division man- 
ager, the division is now turning out 
over $1,000,000 worth of business a 
month. 
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BIG BUSINESS POLICY 
ON AL JOLSON’S LIFE 


SECOND MILLION CONTRACT 





Warner Bros., Who Are Directing His 
New Film, Arrange for Life 


Insurance Protection 





NEW YORK, April 26.—Adding to 
the long list of screen and stage celebri- 
ties insured by Arthur W. Stebbins, 
the firm of Stebbins, Leterman & Gates 
of New York has this week written 
a policy for $1,000,000 on the life of 
Al Jolson, made payable to Warner 
Brothers, under whose direction the 
famous “jazz-singer” is producing a new 
film. This is the second $1,000,000 to 
be written on the famous Al Jolson, 
Shuberts carrying that amount on 
him for their contract interest in him. 
The financial interest of Warner 
Brothers in this actor-singer is now 
protected for a like amount. 

Al Jolson’s first famous screen suc- 
cess, “The Jazz Singer,” is now being 
shown throughout the country and he 
is completing a new film, to be known 
as “The Singing Fool,” the producers’ 
interest in this being the item for which 
the insurance is being purchased. 
Stebbins, Leterman & Gates, the com- 
bination of two brokerage offices act- 
ing independently last year, reported a 
paid business of nearly $15,000,000 last 
year and thus iar in 1928 have gone 
considerably ahead of last year’s pro- 
duction, with several large lines now 
in prospect, so that a new record pro- 
duction is anticipated. 


Edwards’ Address Published 


The address recently delivered before 
the Oklahoma Association of Life Un- 
derwriters by J. Stanley Edwards, gen- 
eral agent of the Aetna Life at Denver. 
former president of the National Asso- 
ciation of Life Underwriters, on “The 
Problem of Life and the Solution Lit 
Insurance Offers” has been published 
as a part of the current output of 
Modern Eloquence Book series. 

The advisory editorial board of Mod- 
ern Eloquence Corporation selecting ma- 
terial for this series includes Ashley H. 
Thorndike and Brander Matthews o! 
Columbia University, John W. Davis. 
Sir Robert Laird Borden, Nicholas Mur- 
ray Butler, Henry Van Dyke, Henry 
Cabot Lodge, Elihu Root, Oscar Straus 
and Augustus Thomas. 


Cook Addresses Medical Association 


Dr. H. W. Cook, vice-president and 
medical director of the Northwestern 
National Life, discussed insurance at the 
annual meeting this week of the Minne- 
sota Medical Association. 


Abandon Plan for Building Group 


The Aetna Life and affiliated com 
panies have definitely abandoned plan 
for a group of buildings of colonial de- 
sign on the companies’ 18-acre tract at 
Farmington avenue and Sigourney street, 
Hartford. A new home office in the 
form of a single building of standard 
type will be erected instead. Work on 
this new building is expected to start 
in the fall. 

Plans for the new building are 
incomplete, but it will be of a standard. 
multiple-floor type—the exact number 
of stories has not as yet been dec! ded 
and will naturally occupy but a fraction" 
of the ground space which the colom@! 
group would have required. 


as vet 


New President Elected 


C. O. Mininger, president of th Ele 
tric Auto-Lite Corporation, succeed 
O. C. Norton as president of the Toled 
Travelers Life of Toledo. Mr. Norton 
remains with the company 
dent and general manager. 
Sawyer is the agency man. 


as vice-p 
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Aetna Life Agents to 

Honor Vice-President 
Kendrick A. Luther 


HE General Agents Advisory Coun- 
cil of the Aetna Life at its recent 
meeting decided to stage a two months’ 
contest in honor of Vice-President Ken- 





drick A. Luther, who began his Aetna | 


Life career May 16, 1898, or 30 years 


ago. The contest will start May 1 and | 


end the last day of July. Production |° 


will be made during May and June 


and then the agents have during July to | 


make their payments. The company 


quota for the campaign is $75,000,000. | 


Mr. Luther is one of the outstanding 
figures in life insurance sales general- 


ship. On going with the Aetna Life he | 
was a personal producer. The officials | 
at the head office soon saw that he | 


possessed splendid sales ability and 


KENDRICK A. LUTHER 


the qualities of leadership. In 1905 
he was appointed district agent at Syra- 
cuse. Four years later he became gen- 








eral agent for central New York. Dur- | 


ing that time he gathered together a 
magnificent selling organization. In 
1919 he was sent to Boston as manager 


there. In the Hub he developed even | 


stronger qualities than he evinced at 
Syracuse. He was called to the home 
office in 1923, as agency secretary. His 
accomplishments and initiative brought 
him further recognition. He was elected 
vice-president in 1925 and is the agency 
executive. He frequently appears at 
msurance gatherings. Mr. Luther is a 
sag worker and a resourceful execu- 
ive. 


Keith Tours Middle West 


Thomas A. Keith, field supervisor of 


the Aetna Life, left this week on a tour | 


ot mid-western agencies of that com- 


pany. His first stop was at the Chi- | 
cago general agency, which he visited | 


April 16-17. The remainder of his itin- 
erary follows: April 19-21, Indianapolis; 
April 23-25, Peoria; April 26-28, St. 


Louis; May 1-2, Kansas City; May 3-5, | 


Topeka; May 7-9, Omaha; May 10-12, 
Des Moines. 


National Office Is Moved 


[he national headquarters offices of 


+} a = > oF ae > 
the National Association of Life Under- 


Writers have been moved from their old | 


space on 43rd street in New York City 
© new quarters in the Salmon Tower 


piilding at the corner of 42nd street and | 
ith avenue. Roger B. Hull, managing | 


‘rector, Everett Ensign executive sec- 


retary, and the staff of “Association | 


News,” the official organ of the asso- 
Cation, will all be found in the new 
‘pace, more advantageously housed than 
heretofore. 
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THE PHOENIX MUTUAL LIFE 
INSURANCE COMPANY 


of Ha rtford, Conn. 


announces 


NEW ANNUITY 
RATES 


New rates on Single Premium Life Annuities became effective 
March 1, 1928. They continue to be so favorable that the 
Phoenix Mutual should easily maintain its present position as 
one of the leading annuity companies in the country. 


A $1000 Straight Life Annuity Yields Annually 


At Age Male Female 
55 8.46% 7. 8% 
60 9.77% 8.59% 
65 11.53% 10.12% 
70 13.79% 12.34% 
75 16.55% 14.97% 
80 20.40% 17.95% 


When the company is sound, price is practically the only con- 
sideration in the purchase of an annuity. This, together with 
a capacity for unusual service, is the basis for the Phoenix 
Mutual’s unique growth in annuity business, increasing from 
single premiums of $569,000 in 1922, to $3,831,000 in 1927. 

A leaflet giving rates and complete information about the com- 
pany’s annuity contracts is available to anyone interested in 
increasing his income from this source. Simply make request 
through the coupon. 

For more information, mail coupon below 





Phoenix Mutual Life Insurance Company, 
79 Elm Street, Hartford, Conn. 

Please mail me full information about your new 
Annuity Rates. 
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SALES OPPORTUNITIES 
GIVEN BY WOODWARD 


MADE CINCINNATI ADDRESS 





Northwestern Mutual Life General 
Agent at Detroit Spoke at Meeting 
Sponsored by Bank 





Milton L. Woodward, general agent 
of the Northwestern’Mutual Life at De- 
troit addressed the Fifth-Third Union 
Trust Company of Cincinnati on “Busi- 
ness Life Insurance Trusts” at a meet- 
ing held Tuesday. This is one of a 
series of meetings the bank is giving 
for the life underwriters and trust com- 
pany men. Mr. Woodward said there 
are many sales opportunities among 
business concerns for insurance where 
the salesman knows how to solve the 
problems of business people occasioned 
by death. He should be able to point 
out a plan that not only will satisfy 
the heirs of the deceased but the sur- 
vivors as well. 

He thinks that the appeal can be 
made much stronger among the part- 
nerships and close corporations if the 





MILTON L. WOODWARD 
Detroit General Agent Northwestern 
Mutual Life 


stock is owned by a few, where insur- 
ance is used as a means of liquidating 
the deceased partner’s or stockholder’s 
interest. Drawing up and_ handling 
these written agreements is done by 
trust companies. They have all the ex- 
perience and facilities needed in this 
direction. The life men he said could 
not be good lawyers nor act in the 
capacity of the trust company at the 
same time and vice versa but trust com- 
panies can. The attention of the life 
insurance men, he said, should be 
riveted in an attempt to picture to the 
associates in a business the complica- 
tions ever present when one dies. Life 
insurance can back up the agreement 
made in taking care of the deceased 
partner’s or stockholder’s interest. 


Should Emphasize Trust Service 


The trust company service should be 
emphasized. By going to a trust com- 
pany he has not only the best trust, but 
the best legal service. The only uncer- 
tain element Mr. Woodward said in the 
whole transaction is when a contingency 
may arise. He said that a life man 
should have one, two or possibly three 
trust agreements with him and offer 
them as sugggestions. The Diamond 
Life Bulletins, he said, have splendid 
suggested forms. He said that a life 
man should show a prospect what he 
has done for someone else, particularly 
if the prospect’s problems are identical 
with some experience the salesman has 
had in the past. 

Mr. Woodward said there are many 











“BILL” ROPER TELLS AGENTS OF 
VALUE OF “ONE CASE IDEA’”’ IN SALES 








NEWARK, N. J., April 26—*“Bill” 
Roper,’ Princeton football coach—Wil- 
liam W. Roper on the official lists which 
show him as ordinary manager for the 
Prudential at Philadelphia—outlined his 
“one case idea” of agency development 
in a talk before the managerial confer- 
ence of the Prudential here last week. 
Mr. Roper has been ordinary manager 
for the Prudential for the past year and 
a half. He has made an outstanding 
record, passing his first year’s quota 
and already this year passing his 1928 
quota, which was just twice that of last 
year. Mr. Roper has achieved his suc- 
cess in agency building from a direct 
application of ideas gleaned from the 
football field. 


Urges Concentration 


His “one case idea” was simply the 
efficient approach, planning the work 
well in advance, but discarding from the 
mind during any approach anything other 
than the one case at stake. This thought 
was the direct result of his football work. 
As “Bill” Roper he found that the player 
could not be successful if he thought of 
the second or third play in advance. 
He must think of one play at a time, 
throw all of his energies into that, and 
then, that completed, turn to the next 
one. Similarly, when selling the agent 
should forget about the next prospect, 
the next item of recreation and every- 
thing, but that concerning the job at 
hand. He must put all he has into that, 
before moving on to the next. 


Thorough Planning Needed 


The importance of a well planned cam- 
paign was also drawn from the football 
field. Telling of his first experience in 
football coaching at the Virginia Mili- 
tary Institute, he said that he went out 
on the field with the boys the first day 
and after an hour’s conference a bugle 
called the boys to drill. He had had a 





full hour, but had accomplished little, as 
he had not planned the hour and thus 
drill time found him unprepared. After 
that he decided to map out in advance 
what he should do during every minute 
on the field. Thus prepared, he was 
able to accomplish what he desired. 
Similarly, in his agency work, he has 
found that mapping out a program has 
had more to do with the success of the 
office than any other item. Too much 
time need not be spent in this prepara- 
tory work but it should be done thor- 
oughly, so that everyone in the organi- 
zation will know what he is to do at all 
times. In carrying out the program 
each step should be considered of itself 
and the next step not considered until 
the previous one had been carried to con- 
clusion. 


Year’s Quota Already Passed 


Applying this campaigning to his own 
office, Mr. Roper decided to complete this 
year’s quota in the first quarter and in- 
dividual quotas were taken by his men 
in accordance with this plan—and the 
goal was reached. It was also pointed 
out by Mr. Roper that the achievement 
of success did not require a 12 hour day 
or any unnecessary overwork. He be- 
lieves that a man can accomplish in eight 
hours what he sets out to do. The im- 
portant thing is to decide what he wants 
to do, and then stick to it. Mr. Roper 
said that today this country is enjoy- 
ing the greatest prosperity, and the 
woods are full of prospects. It is up 
to the individual agent to make his place 
in the business. 

Mr. Roper is a gifted orator, when his 
enthusiasm carries him into his subject 
and he had an enthusiastic reception by 
his Prudential co-workers. Amplifying 
his talk extensively with illustratons 
from the gridiron and speaking in his 
forceful manner, he had the 1,000 men 
on their feet when he wound up. 











cases of partnership where the individ- 
uals can be interested in partnership in- 
surance. The partners may balk at buy- 
ing insurance until the trust agreement 
is presented to them. The trust com- 
pany is impartial as well as impersonal, 
and in problems along personal lines 
can take a just view. He said that the 
future of the life insurance salesman 
when on friendly terms with trust com- 
panies, in selling business insurance for 
liquidating purposes is assured. Failure 
awaits the man who attempts to sell 
business insurance in a haphazard man- 
ner, according to Mr. Woodward. The 
salesman who hopes to get by in a big 
way in selling this more recent cover- 
age must understand business, must 
study it and particularly the one he is 
attempting to protect. 


Skilled Treatment Needed 


This kind of protection requires the 
well trained man. The unskilled or the 
one who falters in the presence of a big 
man never gets a chance to come back, 
said Mr. Woodward. Knowledge of cor- 
poration finance, banking, economics, 
corporations and partnerships is just as 
necessary as to know the use of the 
rate book. Mr. Woodward said that a 
well thought out and carried out plan 
of study on these subjects will stimu- 
late a salesman’s courage and efforts in 
making him unafraid to see the man 
with vital need and who has the money 
to pay for that need. If a life insurance 
salesman terms himself a counsellor, he 
must be one in fact, as well as in name, 
concluded Mr. Woodward. 


Ontario Equitable Uses Radio 


The Ontario Equitable Life & Acci- 
dent has completed a series of four Sun- 
day evening concert broadcasts by the 
Waterloo Musical Society Band, over 
Station CFCA, Toronto. 





U. S. SENATE COMMITTEE 
REJECTS REED’S PROPOSAL 





WASHINGTON, April 26.— For- 
feiture of the present exemption granted 
insurance companies from the applica- 
tion of the income tax on profits ac- 
cruing from dealings in stocks and bonds 
and other securities, real estate, etc., is 
sought by Senator David A. Reed of 
Pennsylvania, a member of the Senate 
finance committee, before which the 
revenue reduction bill is now pending. 

Senator Reed declared he saw no rea- 
son for this exemption to the com- 
panies when all other corporations and 
individuals are subjected to a tax on 
gains of this character. The proposal 
was opposed by Senator Edge of New 
Jersey and Senator McLean of Con- 
necticut, who asked that the representa- 
tives of the insurance companies be 
given an opportunity to appear before 
the committee to discuss the proposal. 
It was pointed out that the insurance 
companies are a semi-public type of cor- 
poration, and, especially as to mutuals, 
gains from the sources referred to are 
reflected in lower rates to policy holders. 

Following a lengthy debate on the 
proposal the committee rejected it and 
voted to accept the provisions of the 
House bill affecting insurance company 
taxes. 

Senator Reed now threatens to bring 
the subject on the floor. He is sup- 
ported by Senator Walsh of Montana. 
Owing to the special character of their 
operations, insurance companies have 
received treatment applicable to them 
which they consider fair. 


Peoples Life of Chicago Rally 
The Peoples Life of Chicago will hold 
its annual agency convention at the head 
office in July. 





NORTHWESTERN MUTUAL 
HAS FIRST CONFERENCE 


MANY OFFICIALS ATTENDING 





Company’s Eastern General Agents 
Gather at Briar Cliff Manor, 
N. Y., This Week 





The first of the three zone confer- 
ences to be conducted this year by the 
Northwestern Mutual Life and the gen- 
eral agents of the company is being held 
this week at Briar Cliff Manor, N. Y, 
for the eastern general agents. It 
started Wednesday and will continue 
through Friday. 

The home office delegation includes 
M. J. Cleary, vice-president; Charles 
H. Parsons, superintendent of agencies; 
and U. H. Poindexter, W. Ray Chapman, 
and Roger A. Clark, assistant superin- 
tendents of agencies. rge P. Rob- 
erts of the general agency of Goldsbury 
& Roberts, Pittsburg, is group chair- 
man. 

Mr. Cleary, Mr. Chapman and Mr. 
Clark were the speakers at the session 
today. Mr. Poindexter, and Mr. Par- 
sons were also on the program. On 
Friday, the principal order of business 
is a round-table discussion for all the 
general agents present, led by the group 
chairman. Mr. Cleary and C. H. Poin- 
dexter, president of the General Agents’ 
Association, will close the meeting 
Friday. 

The second of the zone conferences 
will be held in Chicago, May 16-18. 
Harry L. French, general agent at Madi- 
son, Wis., will be the chairman. The 
same group from the home office will 
attend and the same subjects will be 
under discussion. 





CANADIAN TOBACCO MAN 
TAKES OUT BIG POLICY 





NEW YORK, April 26.—Mortimer 
Davis, one of the heirs to the $100,000,- 
000 fortune left recently at the death of 
his father, Sir Mortimer Davis, Cana- 
dian tobacco king, has taken out a 
$1,000,000 life insurance policy with the 
Canadian Life. D. L. Young, provincial 
agent for Quebec, is in New York this 
week, where he is completing the exam- 
ination details through the New York 
office. Herbert W. Jones of the New 
York office is handling the details and 
completing the policy arrangements. 
The contract is ordinary life and 1s 
made out to Mrs. Davis, who is better 
known as Roszika Dolly, one of the fa- 
mous “Dolly Sisters.” 





Johnson & Higgins’ Companies 


In the April 19 issue it was errone- 
ously stated that the Johnson & Hig- 
gins organization is general agent for 
the Equitable of New York. Johnson & 
Higgins represent the Prudential and 
the Home Life. The Equitable of New 
York operates solely on the branch 
office basis. Vice-President Frank 4 
Davis of the Equitable of New York 18 
directing the Chicago offices of his com- 
pany and in a somewhat similar way 
Gerald Eubank of Johnson & Higgins 
will direct the operations of the_newly 
created life department in the Chicago 
office of his firm. The department will 
be managed by Edward H. Dooling. 





Gem City Life Meeting 


A meeting of the general agents of 
the Gem City Life of Dayton, O.. will 
be held at the home office April 30, t0 
be followed by a banquet that evening, 
to launch a complimentary campaign to 
Vice-President Morrissett in May, his 
birth month. The contest will be be- 
tween the two divisions of the company $ 
field force, the Dayton Flyers and tne 
Sunbeam Racers, contestants for st- 
premacy the first six months of the 
year. 
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If you called on those cold prospects—those hard headed—in 
conference—no need for life insurance men ONCE A 
MONTH year in and year out If you did——How far 
would you get? 





Under such an attack—if it were physically possible, some 
might succumb to the constant pounding—but by far and 
large most of them would be goaded into exasperation ready 
to have you confined somewhere as a pest or nuisance. 


Yet there is a way for you to call upon EVERY one of your 
prospects EVERY month and receive a cordial reception from 
each one. 


The way is the Estate-O-Graph—each month it calls upon 
your clients—your prospects—it eases its way in and subtly 
arouses interest. How? Simply through that medium of uni- 
versal appeal—the Rotogravure Picture. 


Probably no development of the 
\. twentieth century has had such 

What It Does immediate acceptance—such uni- 
versal success—as the Picture 
Sells Life Insur- way of selling. Today most com- 
— modities are sold through pic- 
P — = Rnd tures. Hardly an advertisement 
; . appears today without a picture 





view. SPP 
Reminds the pros- in it. 
Pest. = 9s So we of the National Under- 
Puts Life Incw- writer Company reasoned — if 
ance ina NEW other commodities and services 
light. can be sold through pictures— 


Visualizes Life 
Insurance 
through pic- 
tures and de- 
signs. 

Serves as a solicit- 
ing document. 
Influences wife of 

prospect. 

Makes the round 


why not life insurance. 


The application of the idea re- 
sulted in the Estate-O-Graph. An 
eight-page rotogravure magazine 
containing no other name but 
that of the agent using it. 


Its success exceeded all expecta- 
of your pros- tions—over 150,000 copies are 
pects every now being used every month and 








month. the Estate-O-Graph is not yet 
f one year old! 
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makes possible. 


A New Way to 
Warm Up The 


Never before have 
Life Insurance men 
had the opportunity 
of really breaking 
down sales resistance 
and building up a 
favorable state of 
mind in the way the 
Estate - O - Graph 








Gut of Here!” 


Now what is it that makes the Estate-O-Graph so eminently 
successful? Heretofore life insurance selling depended upon 
verbal and printed description—naturally there are limits to 
such selling. 


The Chinese proverb which says a picture is worth 10,000 
words is grounded upon fact—a good picturization of life in- 
surance will convey more to the prospect than 10,000 words 
IF HE WOULD ALLOW YOU TO SPEAK THEM. 


Thus the Estate-O-Graph warms up the prospect to the life 
insurance prospect—it opens up wholly unthought of applica- 
tion of life insurance. It goes down deep into that almost 
primal interest and curiosity of man in pictures. It does a 
host of things besides warming up the cold prospects and heat- 
ing up the warm ones—it has a thousand uses. Write for 
“The Estate-O-Graph—what it is—what it does— 

what it costs.” This 24-page book containing in ad- 
dition valuable direct mail hints and selling sug- 
gestions will be sent free. Use the coupon 
please. 


And the remarkable part of it all is that 
the Estate-O-Graph may be obtained 
for as low as 


$8.00 ¢ 
A MONTH 


pe ares. 







The National Underwriter, 
1362 Insurance Exchange, 
Chicago, Illinois. 


Send me a sample copy of THE ESTATE-O-GRAPH and a 
copy of the 24-page free book about this picture magazine. 


ity 
N. U, 4-27-28 
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NYLIC INCENTIVES and AIDS TO SUCCESS 














New York Life Agents 
Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 






This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


gq The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 






$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 

and happy?” 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 









































































HOW WELL BALLASTED BUSINESS MAN | 
CAN SUCCEED IN LIFE INSURANCE | 











Wy ei AM RIACH of the H. F. 
Berls agency of the Equitable Life 
of New York in Chicago is an example 
of what a well ballasted business man 
can do in entering the life insurance 
field without previous experience. Mr. 
Riach had been in the chemical busi- 
ness in Chicago for some 15 years and 
had given the activities of that calling 
very earnest attention. He realized 
that he had the qualities of salesman- 
ship and desired to try his hand in a 
field where the opportunities were 
great. He experimented somewhat in 
life insurance before going with the 
Equitable and then decided to take the 
Equitable course in life insurance sales- 
manship and give the subject profound 
study. He started Dec. 1, 1926 


Succeeded from the Start 


His first month he wrote $25,000 of 
business. He closed his first year with 
$505,000. Mr. Riach goes after the 
higher powered men because his aver- 
age policy is $9,850. He wrote last year 
53 applications and had 51 paid cases. 

Mr.. Riach during his business ca- 


DRASTIC POSITION IS 
TAKEN IN PENNSYLVANIA 





The action of the Pennsylvania de- 
partment in refusing to license any more 
companies of other states on the ground 
that there are already enough in that 
state has brought forth the retaliatory 
laws of New Jersey. Its department has 
refused to license the Philadelphia Na- 
tional Fire, Manufacturers Fire of Phil- 
adelphia and Croatian Fraternal Union 
of Pittsburgh. It is stated that other 
commonwealths may apply their retalia- 
tory laws to Pennsylvania companies on 
similar grounds. 


Honor Club Increases Membership 


Membership in the President’s Club 
of the Atlantic Life for March showed 
a large increase over that of the months 
of January and February. Sixteen mem- 
bers qualified to receive the $10 award. 
Checks for $20 were sent to seven more 
members. This represents the ad- 
ditional award for membership in the 
club for the first three months of the 
year. Presidency of the club went to 
W. F. Swan of Jackson, Miss., who 
insured 181% lives. G. A. Ebert of Kala- 
mazoo, Mich., who insured 17% lives, 
is vice-president. W. G. Buchanan, of 
the Virginia agency, is secretary-treas- 
urer. He insured 16% lives in March. 


Policyholders Entertainment 


Louis Wolf of Wabash, Ind., district 
agent of the Northwestern Mutual Life, 
his policyholders and beneficiaries at 
the Eagle Theatre April 27, at 8 p. m. 
These meetings have been widely at- 
tended and great interest was shown in 
them. 


Jones Talks to Actuaries 


Frank L. Jones, former president of 
the National Association of Life Under- 
writers and for many years a prominent 
figure nationally in life insurance circles, 
spoke to the Indianapolis Actuarial Club 

n “Modern Tendencies of Life Insur- 
ance” at the last meeting. Mr. Jones 
is agency manager of the Equitable 
Life of New York in Indiana. 


Named Office Supervisor 


John Irwin has been appointed office 
supervisor of the Guardian Life of New 
York. Mr. Irwin joined the company 
in 1924, after graduating from the Uni- 
versity of Toronto. He started in the 
actuarial department and a year later was 
put in charge of the policy title section. 
He has been in the secretarial depart- 





ment for the past year. 


will hold his fourth annual meeting of | 











reer in chemistry, got in the habit of 
following scientific paths. This has 
been reflected in his life insurance work. 
He believes in careful planning. He 
does not feel a life insurance man of 
average ability can get very far unless 
he charts a definite course by seeing a 
minimum number of people every day, 
A Method of Canvass 


Mr. Riach has his prospects listed ac- 
cording to location. When he is going 
to one part of the city or business dis- 
trict, he takes other cards in that im- 
mediate vicinity and therefore cuts down 
time that is spent between calls. He 
does not use the telephone to any great 
extent other than to find out whether 
aman is in. While a number of agents 
use the telephone to good advantage, 
Mr. Riach desires a heart to heart talk 
with a man on the important subject 
of life insurance. Mr. Riach’s business 
is largely for personal protection pur- 
poses. Having had a successful career 
in general business he is able to visual- 
ize a man’s needs. His example of care- 
ful planning and hard work in following 
up the = bring him results. 


FLYING RESTRICTIONS ARE 
REMOVED BY SUN LIFE 








An _ investigation of over a year’s 
duration was climaxed on April 18, when 
four officials of the Sun Life of Canada 
flew over the Stout Airways, Inc., pas- 
senger route from Detroit to Cleveland 
to pass on the safety of the air. Stunt 
flying was also accorded the members 
in a special plane at Detroit. The com- 
mittee despatched by the company to 
pass final judgment on air travel risk 
consisted of J. B. Mabon, actuary in 
charge of selection; H. O. Leach, sup- 
erintendent of agencies; George Bry son, 
inspector of agencies, and Lawrence 
Earl, assistant superintendent of claims. 

According to J. N. Willis, Cleveland 
division manager of the company, the 
investigation was ordered due to the 
large number of inquiries coming from 
policyholders who would take airplane 
flights. At the Cleveland office of the 
Detroit-Cleveland airline it was reported 
that about 70 percent oT the passengers 
asked whether their insurance would 
be paid in case of accident. 

As a result of their investigation, the 
Sun Life air risk committee has de- 
cided that commercial travel by plane 
is practically as safe now as automobile 
or ocean liner travel. Through their 
recommendation, J. N. Willis of the 
Cleveland office states that all ordinary 
restrictions on air travel will be lifted 
from policyholders of the Sun Life. 


Sun Life Bill Held Up 


The bill to increase the capital of 
the Sun Life has met with vigorous op- 
position in Parliament. The Dominion 
superintendent of insurance has also 
criticized some of the changes proposed. 
On April 17 the bill was “talked out 
and therefore went to the bottom of the 
list of private bills still to be dealt with 
by the house of commons. 


Gain for Manufacturers’ Life 


The Manufacturers Life of Toronto 
secured $2,500,000 more new _ business 
the first yo gr of 1928 than in the 
same part of 1927 

The eastern seston of the company’s 
$100,000 Club will have its convention 
at Tadusac, Que., July 12-15. The west- 


ern section will meet at Minaki, Ont., 
Aug. 21-24. J. Cros of Cuba, is pres- 
ident of the club, while N. Yajima 0 


Japan is vice-president. 


T. Wilson Wilmer has been appointed 
British vice-consul at Richmond, V8. 
succeeding his father, Arthur P. Wilmé r, 
for many years home office general agent 
for the Life Insurance Company of Vir- 
ginia, who died recently. 
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AS SEEN FROM NEW YORK 


By C. C, NASH, JR 





FORMER FOES UNITE 


Life insurance has once again drawn 
on the ranks of “All-American” football 
stars and a life office in New York now 
has two famous heroes of the gridiron 
on its official staff. Announcement was 
made last week of the election of Ed- 
ward J. Hart to the post of assistant 
vice-president of the Hanmer Plan, Inc., 
an office specializing in life insurance 
estates. Mr. Hart, without the “Mr.,” is 
well known to followers of the pigskin 
as the “All-American” tackle from 
Princeton of 1911. And he has now 
formed an alliance with an old foe of 
the gridiron, for J. H. Philbin, president 
of the Hanmer company, was on the 
Yale team, when it met the Princeton 
team in 1911. 

Mr. Philbin gave a luncheon last week 
in honor of Mr. Hart, at which 25 trust 
company officials, life underwriters and 
others were present. James J. Hoey of 
Hoey & Ellison, general agents for the 
Equitable Life of Iowa, spoke, com- 
mending the work of the Hanmer plan. 
Gerald A. Eubank, manager of the life 
department of Johnson & Higgins, and 
a friend of Mr. Hart, serving with him 
as an officer in France, spoke of the 
advantages of the life insurance trust 
and also commented on the life insur- 
ance experience of Mr. Hart, who was 
in the business in Chicago before the 
war. Boyd G. Curtis, vice-president of 
the New York Trust Company, and C. 
B. Royce, assistant 
Brooklyn Trust Company, also spoke 
on the trust company contacts with life 
insurance. The luncheon was somewhat 
of a trust company conference, evidenc- 
ing the cooperation between these two 
great institutions. 

* * * 
SPEAKS ON TRUST SERVICE 


rhe thought that the modern coopera- 





secretary of the | 


|month it led the 


tion of trust companies and life under- | 


writers is in reality a return to the old 
order of things and not so new, 
was brought out in the ta!k by James 
G. Smith, assistant professor of econom- 
ics at Princeton, before last week's ses- 
sion of the Equitable Trust Company 
conferences. Dr. Smith is one of the 
leading authorities on trust company 
service and is the author of a recent 
book on the history of trust companies. 
In his talk last week he pointed out that 
originally, and for a period of 50 years, 
life insurance service and trust company 
service were performed by the same 
institutions. In Colonial times the lack 
of individual wealth made 
too confining for the development of 
life companies. But as the country ex- 


| March 
at that, | 


| total for this 


| the organization and the general agents 
| are even now planning to take on more 


the market | ¢ : mut 
| foundation, but this is a remarkable rec- 


panded and wealth increased, “life in- | 


surance and trust” companies were 
tormed. These, in time, separated into 
the two distinct forms of organizations 
and the two types of service were sep- 
arately rendered. 


Dr. Smith pointed out | 


that with the expansion and enlarge- | 


ment of both types of service, it was 
seen that they must be separated if the 
estate creator and his beneficiaries were 


land while 


to be properly served. Today there is | 
but one institution which combines both | 
life insurance and trust functions. He | 


said that the life insurance trust is really 
an additional mode or option of settle- 
ment. It was pointed out how the trust 
company supplements the service of the 
life company and the life underwriter 
and that life insurance is the creation 
of estates, while trust company services 
are the conservation of estates. 
* * 

URGE UNEMPLOYMENT INSURANCE 
Unemployment insurance was given | 
extended consideration at the semi-an- 
one session of the Academy of Political | 
cience, held in New York last week, 


Haley Fiske, president of the Metropoli- 
tan Life, being among the speakers who 
referred to the possibilities and prob- | plan, 
abilities in this 


regard. There were 


| conclusions from the agency experiment 





speakers from England, as well as this 
country, and the unemployment system 
in operation across the water was out- 
lined. Several speakers pointed to the 
importance of this in the settlement of 
industrial problems and the English 
speakers commended highly the plan in 
use in that country. 

Haley Fiske stated that there is some 
hope that legislation may be secured in 
the future to permit the establishment 
of unemployment insurance, which has 
been thus far on the forbidden list. The 
Metropolitan has given consideration to 
it and it is one of the factors in the 
industrial policyholder’s program that 
the company would like to round out, if 
possible. Mr. Fiske also told of the 
great service rendered industry and the 
industrial workers by life insurance and 
listed in some detail the far-reaching 
contacts of the Metropolitan Life. He 
said that, in effect, the policyholders of 
such companies are mutualizing business 
through the participation in the great 
investing companies wf the country. 
This, he said, had given labor a feeling 
of cooperation, rather than of revolt, 
when viewing capital. 

B. Seebohm Rowntree, British indus- 
trialist, was another speaker, giving par- 
ticular attention to the unemployment 
system in use in England. He said that 
“dole” is an unfortunate misnomer, for 
it is actually unemployment insurance 
paid for by the worker and the state. 

* * 


MAKING REMARKABLE RECORD 


Rather a remarkable record in agency 
building is being written by the new 
agency of the National Life of Vermont 
in New York, Wells, Meissel & Peyser, 
which opened this year and is already 
at the million a month mark. The 
agency was newly organized and first 
opened its doors Feb. 1 and in its first 
entire company in 
written and paid business. In 

it was third, with issued busi- 
ness of over $900,000. For the first 
quarter it reports $3,000,000, which is 
at the rate of $12,000,000 a year. Mr. 
Meissel, who is a big personal pro- 
ducer, has personally paid for $200,000 
thus far in April, so that the agency 
month will not be far 
behind, if not well ahead of the previous 
months. There are now about 30 men in 


both 


required by the tremendous 
growth. Similar records have been 
made by agencies that have been re- 
organized and built on some existing 


space, as 


organization 
pace in 


ord for a completely new 
to hit the $12,000,000 a year 
its first three months. 

* * * 


TELLS OF RECONSTRUCTION 


Harry Cutler, general agent for the 
National Life of Vermont at Rutland, 
Vt.. was a New York visitor this week 
here told of the work of 
reconstruction in New England terri- 
tory following the disastrous flood. He 
said that President Howland of the Na- 
tional Life was the one who interested 
J. P. Morgan & Co., in issuing bonds 
for reconstruction in these states at a 
smaller interest rate than could be ob- 
tained elsewhere and the National Life 
was one of the leading spirits in the 
program of reconstruction in New Eng- 
land. 

x *k * 
WATCHING THE EXPERIMENT 


It is yet too early to draw definite 
| being conducted by P. J. Keffer, New 
| York general agent of the Aetna Life, 
but the early statistics given out by him 
are of widespread interest to those 
studying agency methods. The first of 
the year Mr. Keffer announced a new 
by which half of his force was 
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GET ON THE 


Union Central Band Wagon 


The DARBY A. DAY 
Agency Corporation 


WITH 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 
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Telephone STAte 5203 


ed. 


WE HAVE 


The largest and most completely equipped Agency 
Plant in the world. 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


An organization second to none, fully equipped to 
render you all the assistance you may need: Inspira- 
tion, Sales Suggestions, Ammunition, Illustrations— 
or what have you? We have “IT!” 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 
this great City of Chicago. 


(MEN. 


WE WANT 


MORE MEN. 
SALESMEN. 


MEN who have made a success but want greater 
success. 


MEN who have sold Life Insurance but who want to 


sell BIGGER and BETTER Life Insurance. 


MEN who have never sold Life Insurance, but who 
know they can. 


MEN who are capable of earning from $6,000 to $50,000 


a year. 


TWO-FISTED MEN who would like to be with a 


.TWO-FISTED ORGANIZATION. 


AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 


Come in and see us in our new home 


or 
Communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 


CHICAGO 


The Union Central Life Insurance Co. 


Cincinnati, Ohio 








tc go on a salary basis, the others re- 
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HLLINOIS LIFE INSURANCE CO. 


enicAce 


—" 
. JAMES W. STEVENS, Suate 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 

















We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 
Greatest Illinois Company 


1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 











maining on a commission basis. This 
was put into effect the first of this 
month and already there is developing 
a very sharp line of demarcation be- 
tween the two groups. It was evident 
in the first week. It was even more 
conclusively shdéwn the second week. 
And it appears to be a definite condition 
of production, though time may change 
the results, of course. The salaried 
agents have proven themselves just 
twice as effective as the commissioned 
men thus far. All have had the same 
treatment, the same lead service, the 
same office cooperation, but the men on 
salary have produced twice the business, 
The total office results of those en- 
tered in this experiment have been grat- 
ifying, the 18 men, nine being salaried 
and nine commissioned, making 2,357 
calls. They received 1,029 interviews 
and wrote $436,200 new business, of 
which $117,500 has been paid for. The 
men received a total of 14 applications 
the first week and 33 applications the 
second, showing an improved tone of 
business. As complete and detailed rec- 
ords are being kept, the agency results 
will furnish an excellent laboratory ex- 
periment in this form of agency man- 
agement. 
* * * 
ARE SELLING CIVILIZATION 


“You are selling civilization to Amer- 
ica, when you expand life insurance.” 
These words summed up the talk of 
Vice-president Alfred Hurrell of the 
Prudential before that company’s con- 
vention at the home office recently. 
Mr. Hurrell told of the importance of 
life insurance—and of the Prudential in 
its prominnt place in that institution— 
in the development and maintenance of 
modern civilization. He said that the 
more life insurance sold, the greater 
strength to the good of America. Mr. 
Hurrell also defined loyalty as “emo- 
tions translated into action” and said 
that loyalty to the company and the busi- 
ness thus expressed will see a perma- 
nent growth. 

Vice-president Willard I. Hamilton of 
the Prudential also made an epigram- 
matic summary of his talk-at this con- 
vention, saying that the task of the field 
man is to “turn the visions of the in- 
surance dreamer into the achievements 
of the insurance engineer.” 

ee = 
NEW YORK WAS LEADER 


There is considerable gratification in 
the newly published figures of the Life 
Presidents Association—for the life un- 
derwriters of New York. The March 
finals show a gain nationwide of 3.4 per- 
cent, or, considering ordinary business 
alone, 6.8 percent. While there are no 
city tabulations of business, it seems a 
safe surmise that New York City busi- 
ness for March showed a gain of about 
20 to 25 percent over March of last 
year. Practically no offices showed de- 
creases. Most of them showed gains of 
15 percent. Several reported totals 50 
and 60 percent greater than last vear. 
And, to add to the city’s showing, there 
were several new offices, not operating 
last year, which reported very consider- 
able totals, one reaching $1,000,000. New 
high records of production were piled 
up in several cases. It was a big life 
insurance month for the city and it 1s 
now clearly seen that it was not a sweeP 
of conditions countrywide, but an in- 
creased production that was felt only 
in New York in these proportions. 


Back from Coast Trip 


Miss Jennie B. Thompson, for 15 
years a special representative of the oi 
dianapolis office of the Massachus 
Mutual Life, has returned to Indian- 
apolis from an extended vacation in Cal- 
ifornia. While in Los Angeles she ad- 
dressed a meeting of the Provident Mu- 
tual Life representatives on “The \\0- 
man’s Side of Insurance.” 


Actuarial Society Meeting 


The annual meeting of the Actuarial 
Society will be held at the Hotel Astor, 











New York, May 17-18. 
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EQUITABLE’S ANALYSIS 
OF DISABILITY CLAIMS 


CAUSES ARE ENUMERATED 


Experience Is Given Since It First 
Started to Issue the Clause 
in 1912 


The Equitable Life of New York 
gives an analysis of its disability claims 
running under its total and permanent 
disability clause. The Equitable started 
issuing the disability clause in 1912. 
First, it was a mere waiver of premium. 
The clause has been liberalized untii 
now it provides for an income of 1 per- 
cent a month on the face amount, and 
no reduction at maturity of the policy 
for any payments made on account of 
disability during the life time of the 
insured. In 1918 a disability feature 
was added to the Equitable Lite’s group 
policy. The disability claims are as fol- 
lows: 


Disability Claims (Life Policies) 
proved Since Adoption of Clause 


Ap- 








in 1912 to Dee. 31, 1927 
Since 
No.of Since Re- 
Cause Claims Died covered 
Tuberculosis ..... 2,001 52 730 
Accident .......... 859 25 648 
DOGBMERY ccccceseccs 488 92 159 
Nervous prostra- 

OR natnesionce - 465 22 283 
Rheumatism ...... 411 20 274 
Heart disease..... 366 106 113 
CEP cccceasscoe 273 211 22 
Paralysis ......... 257 63 50 
Appendicitis — e2ecee 161 8 133 
Kidney disease.... 161 45 75 
Anaemia ......... 49 60 57 
Gastric ulcer...... 147 7 104 
Intestinal trouble. 143 13 89 
Sleeping sickness.. 103 9 34 
BEEBOOOD ccccccece ° 89 16 32 
ZUMOT cccccocccese 88 25 46 
Neuritis ......... ° 73 5 39 
EEROEEB cveccceceses 69 39 5 
Blindness ........ 49 4 4 
RERRTBR ccccccsces 47 6 20 
Arterial Sclerosis. 43 14 6 
Apoplexy ... 37 10 s 
Locomotor Ataxia. 36 11 6 
Mult. Sclerosis. 31 8 4 
BPPRINIB ccccccsese 1 10 
Other causes...... 1,267 121 836 

Qo eee 7,843 1,479 3,787 


Life Group Disability Claims 
Commencing Sept., 1918, to Dec. 31, 1927 











No. of No. of 
Cause Claims Cause Claims 
Tuberculosis... 423 Blindness : 74 
Heart disease. 190 Apoplexy 60 
Paralysis ..... 185 Paresis .. . 39 
Insanity ...... 169 Locom. Ataxia. 38 
Art. Sclerosis 102 Anaemia ...... 20 
Cancer 97 Syphilis ...... 18 
Accident ...... 84 Miscellaneous... 290 
Kidney disease 84 
Total 1,882 


Federal Union Life Gains 


_ The Federal Union Life of Cincinnati 
lor the first three months of this year 
produced $3,009,513 as compared with 
$2,600,000 during the similar period last 
year. About 25 percent of its business 
is issued on the monthly payment plan. 
It has a regular set of agents soliciting 

monthly payment insurance where the 
size of the policy is less than $500. This 
is operated on the industrial system. 


Adams on Speaking Trip 
Claris Adams, secretary of the Ameri- 





can Life Convention, was in Chicago 
this week, meeting President O. J. Arn- 
old of the organization. Mr. Adams 
then journeyed to Minneapolis, where 


he addressed the Minneapolis Life Un- 
derwriters Association. He will speak 
before the meeting of the Illinois State 
Association of Life Underwriters at 
Peoria. 


Status of E. S. Kinsley 


It was stated in the April 13 issue 
that Earl Kinsley was the leading 
Producer of the National Life of Ver- 
Mont for 1927. This is in error as Mr. 
‘insley was not the leading producer. 
‘Owever, he was the leader for the 
National Life of Vermont in amount of 
Paid premiums. On this basis his com- 
Pany has named him delegate to the 
1928 All Star Convention of the “In- 
surance Salesman.” 





WRITING OF INSURANCE 
BY BANKS IS OPPOSED 


VIEW OF EASTERN OFFICIALS 


Problem Already Acute in West Is At- 
tracting Attention There—B. L. 
Talley’s Observations 


BALTIMORE, April 26.—Writing of 
insurance by banks is held to be mani- 
festly unfair competition by life insur- 
ance company officials here, who charac- 
terize it as an unwarranted entry into a 
field outside of the scope of a banking 
institution. 

B. L. Talley, president of the Home 
Friendly, deplored the practice of bank- 
ers, and those connected with banking 
houses, in writing life insurance and 
otherwise engaging in business which 
strictly speaking belongs to life insur- 
ance companies. 


Banks Going Far Afield 


“If banks and trust companies are 
going to have life insurance written by 
their employes instead of regular life 
agents it is an entry on their part into 
a business far afield from their generally 
recognized activities,” he said. 

“Life insurance officials and all those 
connected with the business, never for 
one moment questioned the ability of 
bankers to give the very best service in 
their line and, in fact, looked to them for 
the soundest advice on strictly banking 
matters. 

“They have held their confidence by 
reason of the intelligent application of 
the bankers to their business which 
qualifies them to be experts. This is the 
same position which the insurance man 
occupies, believing himself best qualified 
to advise his client in the various rami- 
fications of the insurance line.” 


Break Down Spirit of Cooperation 


Mr. Talley stated that such an inva- 
sion would break down the fine spirit of 
cooperation which has been built up be- 
tween the insurance man and the banker. 
“It stands to reason,” he continued, “that 
the banker-agent can not give the time 
nor application to the policyholder that 
the regular insurance man can, and 
does.” 

Other company officials expressed the 
same opinion on this situation which has 
already reached a serious stage in the 
west and threatens to spread to the east- 
ern section of the country, where a few 
cases of this sort have occurred in recent 
months, 


Superintendent Buys Airplane 


Henry Bolte, superintendent of agents 
for the Des Moines territory of the 
Lutheran Mutual Aid, has purchased a 
Ryan brougham monoplane, a sister ship 
to Lindbergh’s new plane. 

“IT will use this plane for business 
trips,” says Mr. Bolte, “as I can cover 
my territory in half the time, which will 
materially assist me in settling up 
claims quicker.” 





Union Labor Life Active 


President Matthew Woll of the Union 
Labor Life has just returned to Wash- 
ington from his official tour of the cen- 
tral west, bringing glowing reports of a 
growing interest, enthusiasm and co- 
oneration in the trade union movement 
of the mid-section of the country. 

Samuel Wells, has been appointed gen- 
eral agent for Buffalo and vicinity. Mr. 
Wells has had much insurance experi- 
ence. 

Hope Thompson, counsel for the com- 
pany and a member of the board of di- 
rectors, is about to leave for a tour of the 
Pacific Coast, the object of his tour be- 
ing similar to President Woll’s object in 
the midwest tour. Mr. Thompson has 
meetings and conferences scheduled in 
all of the important Pacific Coast cities. 





GROUP LIFE TAKING ON 
INTERNATIONAL SCOPE 


FIND MUCH INTEREST ABROAD 


European Companies Evidence Keen 
Desire to Study America’s Phenom- 
enal Development in This Field 


NEW YORK, April 25.—Group life 
insurance appears to be the branch of 
the business which is giving an interna- 
tional aspect to American insurance. 
This youthful addition to the life insur- 
ance family, only in existence for about 
17 years, has achieved notable propor- 
tions in its own country, and is now 
expanding across the water. There is 
an international interest in group in- 
surance and the expansion of Amer- 
ican companies to the underwriting of 
foreign business is expected to cry stalize 
this interest into a definite foreign devel- 
opment of group life insurance. 

Last December, Vice-president James 
E, Kavanagh of the Metropolitan Life 
headed a home office group of that com- 
pany on an expedition to England, 
where a British office was established, 
primarily to handle the foreign interests 
of American employers who carried 
group policies with the Metropolitan. 
It was quickly seen however that this 
foreign service would have to develop 
into more than a service, as there was 
an active interest on the part of those 
in Great Britain in this new develop- 
ment. Thus a definite sales organiza- 
tion was established by the Metropoli- 
tan Life and in the two months of op- 
eration a very sizeable group business 
has been put on the books in England. 
This has been done in spite of the nat- 
ural hesitancy which would arise from 
the sudden opening of an office by a for- 
eign organization. It is evidence that 
there is a very vital interest in group 
insurance and that this line which has 
been practically negligible in Great 
Britain heretofore, may very quickly de- 
velop as rapidly in that country as it 
has in the United States. 


Keen Interest Abroad 


Not only is this interest evidenced 
in Great Britain, but throughout con- 
tinental Europe. Group insurance has 
become a matter of international inter- 
est, as was evidenced at the Interna- 
tional Congress of Actuaries in England 
last summer. The foreign actuaries 
were particularly interested in this 
branch of the business and inquired at 
length of the American actuaries as to 
their work in this connection. Robert 
Henderson, vice-president and actuary 
of the Equitable Life of New York and 
one of the originators of group life in- 
surance, found this interest general 
among all European actuarids. The 
economic and social importance of this 
this new phase of insurance is clearly 
recognized by those abroad and, al- 
though it has not heretofore been under- 
written to any extent, the remarkable 
development of group insurance in the 
United States has aroused an active in- 
terest in Europe which is expected to 
bring about a rapid development in the 
future. As in the case of the Metro- 
politan Life, the international scope of 
the business is already recognized. The 
American corporations that insure their 
foreign employes have been prime 
movers in the extension of the public 
understanding of the business. Em- 
ployers and employes alike in foreign 
countries have had the advantage of the 
American experience. The early antag- 
onisms which were evidenced in this 
country do not seem to be apparent in 
the other countries, as the social signifi- 
cance of group insurance is now defi- 
nitely established. 


W. C. James 


W. C. James, formerly assistant man- 
ager of the Clevleand division, Sun Life 
of Canada, has been appointed as man- 
ager of the Alabama district. 
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GROUP DISABILITY HAS 
DEVELOPED REMARKABLY 






































































































IS NOW IMPORTANT COVERAGE 





Total of Weekly Benefits in Force 
Nearly $15,000,000—Metropolitan 
Is Leader 


NEW YORK, April 25.—Group dis- 
ability insurance is becoming an in- 
creasingly important factor and is now 
being written by many companies and 
on an extensive scale. While it has not 
been written for many years, it is being 
sold jointly with group life insurance 
and group annuities in many cases and 
individually in many others. There is 


a large total of group disability insur- 
ance in force today, probably nearly 
$15,000,000 of weekly benefits. This 


represents coverage on nearly 1,000,000 
individuals. 

Group disability coverage is regarded 
by some as even of greater importance 
than the group life insurance, as it pro- 
vides for the emergency which arises 
when the income of the wage earner is 
cut off. It is at least a greatly needed 
running mate for group life insurance 
and for this reason the two are develop- 
ing side by side in remarkable strides. 
Many groups which were originally sold 
on group life have added group dis- 
ability and now many leads for group 
life are made through the attraction of 
group disability. The accident and 
health feature offers an item which can 
readily be shown everyone, far easier 
than the hazard of death, towards 
which there is a natural antipathy. 


Remarkable Development 


Further impetus is given the develop- 
ment of group disability insurance 
through the recent promulgation of the 
Metropolitan Life of a “package” policy 
which includes group life, group acci- 
dent, group health and group annuity, 
or any or all of the four coverages in 
one policy. This presentation of the 
group needs in one contract will in- 
crease the sales of group disability in- 
surance greatly. The Metropolitan is 
the leader in this field, its weekly bene- 
fits in force being $5,097,000. This com- 
pany alone has policies with 1,581 firms, 
insuring 360,000 individuals. These are 
the group disability policyholders only. 
There are some 12 or 15 companies writ- 
ing this class of insurance, but the others 
have not particularly emphasized the 
disability feature rather using it as sup- 
plementary to group life or industrial 
insurance. Among the companies writ- 
ing it are the Equitable Life of New 
York, Travelers, Aetna Life, Pruden- 
tial, Commercial Casualty, Missouri 
State Life and six or eight other com- 
panies. It is a growing line and one 
which is expected to reflect the com- 
bined phenomenal growth of group life 
insurance and personal health and ac- 
cident insurance. Those two lines both 
developed with remarkable rapidity dur- 
ing the past decade and the group dis- 
ability insurance, now firmly’ en- 
trenched will probably go forward dur- 
ing the next decade as rapidly. 


New York Life Men Meet 

On April 20, 1928, two meetings of 
managers and agents of the Metropoli- 
tan Life in northern Ohio were held at 
Cleveland. The morning session was 
devoted primarily to the district man- 
ayers while the afterncon meeting was 
a general cne. About 100 district man- 
agers were prcsent at the morning meet- 
ing and about 300 agents from Cleve- 
land alone convened in the afternoon. 
Each district of northern Ohio was also 


represented by two or three leading 
agents. 

Harry Miller, second vice-president 
of the company, and F. F. Taylor, 





superintendent of agents in the central 
territory of Ohio, Kentucky and West 












Virginia, were the principal speakers. 
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cinnati. 





TWO GREAT 
OPPORTUNITIES 


Manager for 


Chicago Wanted 


An aggressive, intelligent leader of men 
is wanted for the position of Chicago 
Manager by an established mutual Life 
Insurance Company, having over $100,- 


000,000 in force. 


This is an excellent opportunity for an 
ambitious capable man to build up a 
most satisfactory agency. 


In your application give age, concrete 
details of your experience and present 
connection. 


Address in confidence: F-12, care The 
National Underwriter. 


Manager for 


Cincinnati Wanted 


Another attractive proposition is open 
to the man who is capable of assuming 
the managership of this established mu- 
tual life Insurance Company for Cin- 
Every aid possible for the 
Home Office to give will be rendered 
this manager. 


In your application give age, complete 
details of your experience and present 
connection. 


Address in confidence: F-13, care The 
National Underwriter. 























REVELATION OF SALESMAN’S CLASSIC | 
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| NAME WINS CASE THAT LOOKED HARD | 





BY BRUTUS A. McGEE 
Ss. T. Whatley Agency, Aetna Life, Chicago 


publication, so here it is, correct in 

all details, except that for quite ob- 
vious reasons I am calling him “Mr. 
Smith.” 

I saw Mr. Smith’s name on the door 
and walked into his office. “You're just 
in time, young man,” said he. “I am in 
the market for some life insurance right 
now. I want $3,000 on the 20 paid-up 
life plan.” 

“How easy,” I thought, and I un- 
folded my blank, only to learn a mo- 
ment later that the task was to become 
less easy than I had anticipated. 

I began asking the usual questions— 
date of birth, place of birth, beneficiary, 
etc., writing the proper answers as rap- 
idly as they were given, Then, handing 
him the application and my fountain 
pen, I said: “On this line, please; your 
first name, middle initial, and last 
name.” 


] ou been requested to write it up for 


Balks at Signing Name 

“Nothing doing!” he snapped back in 
a voice that assured me he meant every 
word he said. But before I had had an 
instant to inquire into the reason for 
such an explosion, he rendered the prob- 
lem a little less acute by adding, no less 
emphatically, “I’ll sign my two initials 
and my last name. That’s all.” 

“But my good man,” I started to re- 
ply, “the company cannot accept—” But 
I got no farther. With his right hand 
upraised, the big, open palm almost 
shoving me, he motioned me to si- 
lence. “Then,” said he, “I'll have to 
tell you what I have told so many 
others: your company can go to the 
bottommost pit of hell.” I shall never 
forget the lung power he nut dehind 
that last word. As he spoke he jerked 
the application blank into shoe strings 
and threw it with contempt into the 
waste basket. He looked at the basket 
for a moment, then, wheeling around to 
me on his heel and spitting fire, de- 
manded: “Why can’t I buy life insur- 
ance? I haven’t a dollar’s worth. I 
want it! I need it! But I can’t get it. 
And why? All because the insurance 
companies try to dictate to me how I 
shall sign my own name. Here! Tell 
your old president to read this.” As he 
spoke he was looking for something. “I 
can’t find it. I was going to hand you 
a copy of the Declaration of Indepen- 
dence.” 


TRENT IS MADE SECRETARY 
OF PEOPLES LIFE, FRANKFORT 





Don C. Trent has been elected secre- 
tary of the Peoples Life of Frankfort, 
Ind., filling the vacancy caused by the 
death of Joseph G. Phipps. Mr. Trent 
is 39 years of age and has been con- 
nected. with life insurance during his en- 
tire business career, except the time he 
spent in the World War. He is a na- 
tive of Indiana having been born in 
Flora. He went with the State Life for 
a year and then with the Reserve Loan 
Life of indianapolis. He became assist- 
ant secretary. When he returned from 
the war he became connected with the 
Frank J. Haight, consulting actuary 
cffice, in Indianapolis. He then became 
assistant to the president of the Con- 
servative Life of South Bend, Ind., 
where he remained for four years. He 
then became actuary and assistant sec- 
retary of the Kansas Life of Topeka, re- 
signing that position to go with the Peo- 
ples Life. 








The appointment of Joseph Goldstein 
as representative of the Manufacturers 
Life Company in Philadelphia is an- 
nounced. He is a brother of Morris A. 
Goldstein, the company’s branch mana- 
ger at Chicago. 











The noise at last ceased. Timidly and 
in the most complacent tone possible, 
my featherweight self managed to puta 
question. It was this: “Mr. Smith, if | 
have offended you, I am sorry. I don't 
blame you one bit.” I emphasized those 
last two words. “I know you have a 
reason, and a good one, or you wouldn't 
hesitate to sign your name as I sug- 
gested. I'll make you a promise. Just 
tell me what that reason is, and I'll give 
you my word never to reveal it. Inci- 
dentally, I’m as proud of my reputation 
for honesty as d’Artagnan and his three 
musketeer friends were of theirs.” 

At least three minutes passed. He 
was thinking it over. At last he said: 
“T ‘was married four years ago. ! 
brought my bride to Chicago. I’ve lived 
here ever since. There isn’t a soul in 
this town except my wife who knows 
my first name. She is sworn never t 
reveal it, and you may depend on it, | 
shall not tell on myself.” 

That was all I wanted. I knew I had 
him. “Mr. Smith,” said I, “I suspi- 
cioned such to be the case. Let me as- 
sure you that there doesn’t live a man 
who can sympathize with you more 
wholeheartedly, for I am riding in the 
same boat. There are very few who 
know my first name. And although | 
have purchased insurance more than 
once it has never been the means of let- 
ting the cat out of the bag. Mr. Smith, 
T’ll tell you mine if you'll tell me your’s. 
And I'll make it easy for you by assur- 
ing you in advance that upon my honor 
IT have a brother in Oklahoma whose 
first name is Xenophon. He has three 
x’s in his name. His full name is Xeno- 
phon Xerxes McGee. Now, if my dad 
could give that name to my brother, you 
may safely bet he could find a good one 
for me. Will you write your name on a 
piece of paper and pass it to me as I 
pass mine to you?” 

He agreed. We looked at each other 
and laughed heartily. “Well, Caesar A 
Smith,” I said, “I’m the guy that put the 
kibosh on you, for my name is Brutus 
A. McGee.” 

I took another application blank from 
my pocket and wrote it all out again. 
He signed his name and got his policy. 
Rut he made one mistake. It was not 
a part of the bargain that I should tell 
him my middle name. For that piece ot 
ir.formation he is still pleading. 


FEDERAL LIFE AGENTS 
MAKE CONVENTION PLANS 


Plans for a convention of Federal Life 
agents to be held at Hollywood Beach 
next January are being definitely for- 
mulated now. A. M. Coffin, manager 0! 
the Miami district, states that there will 
be at least 500 delegates and their wives 
in attendance. 

President Isaac Miller Hamilton has 
been enjoying a vacation at Hollywood 
and because of his admiration for south- 
ern Florida has planned for the next 
convention of his agents to be held there 
While three days is the usual time al 
loted to a convention, Mr. Hamilton 
states that at his own personal expense 
this time will be extended for five ad- 
ditional days. Jan. 16 has been set 4 
tentative date for the meeting. 

Mr. Hamilton is motoring from Holly- 
wood to Chicago, his home. 


Life Notes 


The director of commerce in Ohio has 
refused the application of the Missour! 
State Life and the Insuranshares Corp? 
ration to sell stock in Ohio. 

William A. Spencer, Jr., Colorado gen: 
eral agent for the Massachusetts Mutua 
Life, has been named president of the 
Big Ten Alumni Club of Colorado. 
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PLAN SUCCESSFUL IN 
ELIMINATING LAPSES 


SALESMEN ARE PENALIZED 


Southern Company Reduces Commis- 
sions 50 Percent Where Lapsa- 
tion Is Found Excessive 


ATLANTA, GA., April 26.—One 
leading southern life company has set 
about improving the quality of the in- 
surance it is writing. It is demanding 
that agents hold the business that they 
get. lf the amount of lapsed policies 
reaches 30 percent or more of the 
amount written during a given period, 
the commissions paid that agent are at 
once reduced, not 30 percent or the 
amount of the lapsed policies, but a full 
50 percent. According to officials oi 
the company, the plan is working out 
very well. 

Makes Salesman Careful 


In the first place, it makes the agent 
more careful as to whom he signs up 
for insurance. In the past, the sales- 
man didn’t have to stand any loss if 
the policy was not renewed; all he had 
to do was find another customer. It 
was nothing to him how many poli- 
cies lapsed, there were always more to 
be written. But under this system the 
agent is becoming mighty careful. 

Determines Financial Status 


He finds out what his prospect is 
making and what he can afford to carry 
before he sells him a policy. He is care- 
ful not to oversell him, for an oversale 
means a lapsed policy and a lapsed pol- 
icy in turn means lapsed commissions. 
And he is careful not to pile one policy 
on top of another until the burden be- 
comes too great for the holder to carry. 

This system is also serving to elim- 
inate “switches” and to discourage this 
practice, which has always been a nui- 
sance to the insurance companies. 








Editorial Staff Announced 


This week the Chicago Association of 
Life Underwriters announces the edi- 
torial staff of the sales publication the 
organization will issue monthly, begin- 
ning with a May issue. The staff is as 
follows: Editor-in-chief, Gilbert Smith, 
New York Life; managing editor, Clin- 
ton F. Criswell, manager of the Chi- 
ay Association; associate editors, C. 

Axelson, Northwestern Mutual Life; 

B. Jacobs, Mutual Life of New York; 
i K. Schoch, Aetna Life; Myron M. 
Smith, New England Mutual Life: W. 
W. Williamson, Connecticut Mutual 
Life; R. W. Stevens, president Illinois 
-ife. 

Nine Chicago banks have contracted 
to take a page of display space in the 
publication each month for a year. One 
other bank is expected to join the ranks 
before the first issue is published. Each 
ot the banks also will regularly con- 
tribute articles on insurance trust mat- 
ters. The magazine, which has not vet 
received a title, will be devoted to life 
insurance sales and will be issued with- 
out extra cost over dues to members of 
the association. 


NEED OF WOMEN FOR 
INSURANCE INDICATED 


An article in a recent edition of the 
“Phoenix Mutual Field.” house organ 
of the Phoenix Mutual Life field force, 
fives some interesting information on 
women as insurance prospects. Accord- 
ing to the latest statistics available, the 
article says, 8,549,000 women in the 
Jnited States were earning their own 
iving at the beginning of 1927. Of all 
the teachers of the country, 78 percent 
are women and most of the nurses also 
are women. Other hundreds of thou- 
Sands are employed in government work 
and in stores and factories. Despite 
this tremendous activity of women in 
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business and industry, it is estimated | IMPORTANT ISSUES ARE policy bs he perignenents tet bale Se 
that 90 percent of the women of the proot offered by responde ‘ ic 
country are dependent at age 60. There- BEFORE HIGHEST COURT was excluded, would have shown the 


fore the need for insurance is indicated. — policy to have been a wagering contract 
In its mception. 


Some Facts Given | DAKOTA LIFE CASE ARGUED For the petitioner it is contended that 
The following facts are important in sapeatieel the judgment of circuit court was ren- 


the answer to the qvestion of whether : ' dered upon matters of fact and a ques- 
women can pay for insurance: More Supreme Tribunal to Decide Whether ji. of law that was not before the 


than half of the dividend checks of the Wagering Aspect of Policy Voids court The validity of the contract ol 
ins ce as ception was not in is- 

telephone companies of the country go insurance as its incep ; 

to women. Half of the shareholders in Incontestable Clause sue but on the contrary was admitted, it 

the greatest railway system of the coun- - — is claimed, 


try are women. More than $100,000,000 rhe “i — Petitioner also claims that a $10,000 
worth of bonds are held by women. me questions & waeme life = policy to secure an idebtedness of $5,600 
This leaves only the question of | >°' mcontestion clause of . ike policy when the interest to accrue on the in- 
whether women are in general in suffi- Precludes the defense of lack of insur- debtedness and the cost of maintaining 
ciently good health to be good insurance able interest and whether the excess of | the insurance is taken into consideration 
risks. It is likely that not all of the | a $10,000 life policy over a $5,600 debt is not such a gross discrepancy as to 
8,500,000 employed at the beginning of | it is taken to secure would render it a show bad faith. On the contrary, it 1s 
1927 were good insurance risks from! wagering contract were argued in the said, such a substantial indebtedness in 
the physic: al standpoint, but a large per- | United States Supreme court last week. the light of the decisions on the subje ct, 
centage of this number could pass. In| The case is Midland National Bank of would appear to take the question o! 
these facts is contained the answer to | Minneapolis, petitioner, vs. Dakota Life. insurable interest out ol the case. 
the question, “Are women good pros- | The respondent issued a policy ol Respondent contends that the ques 
pects?’ $10,000 to Oscar Mosher. The insured tion of insurable interest 1s in issue by 
| assigned the policy to J. E. Jacobsen. the pleadings as framed. Counsel de- 
| Subsequently both Mr. Mosher and Mr. clares that the original assignment was 
| Jacobsen assigned the policy to peti- limited and covered only an indebted 


Fletcher Newell Promoted 





Fletcher Newell, who for the last eight | tioner, the assignment reciting that it ness of the insured in the sum ot $2,010, 
years has been in charge of the suppl) | was given to secure the payment of which sum is the greatest recoverabk 
and printing department of the ye two $5,000 notes The circuit court under the assignment as given i 
nental Casualty and the Continental 4 of appeals for the eighth circuit affirmed The wagering aspect of the policy 
surance, has been promoted to be chiel | the judgment of the trial court sas | renders it void from its inception, it 1s 
purchasing agent. | relating to petitioner’s rights to the | argued. 








ROYAL UNION LIF 
INSURANCE COMPAN 


DES MOINES, IOWA 





READY 
FOR 
NEBRASKA 





An excellent opportunity for a 
capable and experienced life 
agency organizer! 





For the man who can satisfy 
our requirements we now offer 
the State of Nebraska under a 
money-making general agency 
contract. Write us. 





Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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AN ENVIABLE 
RECORD 


The relative standing of The Midland Mu- 
tual Life in comparison with all the 377 legal 
reserve life companies in the United States as 
of December 31, 1927: 


Only 116 are older. 

Only 66 had more ordinary in force. 
Only 65 paid more to policyholders in 
Only 64 had more admitted assets. 
Only 51 gained more in force in 1927. 


1927. 


MIDLAND GROWTH IN LAST DECADE 


Year Assets In Force 
April, 1918 $ 2,885,678.44 $24,277 .613.00 
April, 1928 15,000,000.00 95,000,000.00 


The Midland has paid more dividends to policyhold- 
ers than the total of its death claims without contesting 
or compromising a single death claim. 


The Midland does not limit dividends to the regular 
schedule but has paid three extra dividends to policy- 
holders during the past four years in addition to the 
regular schedule. FUTURE EXTRA DIVIDENDS 
will be paid as earned. 


The Midland’s investments are limited by Ohio laws 
to first mortgages on improved real estate, not exceeding 
fifty per cent of appraised value, public bonds, policy 
loans and a Home Office building. The Midland owns 
no real estate acquired through foreclosure and is now 
earning 171% of the amount required to maintain re- 
serves. 


General Agency opportunities open to high grade life 
insurance men in Illinois, Indiana, Michigan, Pennsyl- 
vania, New Jersey, Virginia and West Virginia. 


Write the Agency Department 


HE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


‘Its Performances Exceed Its Promises’’ 























GROUPING OF LIFE COMPANIES | 
SHOWN AS TO PREMIUMS COLLECTED | 















HE following table shows in the 
order of rank the total amount of 
premiums received in 1927 by the 
various life companies. The losses paid 


are also shown by companies. 
premiums 


instances the 


include 


In all 
the 


total amount received from policyhold- 


ers, 


including accident and health. 


The 


extent of the industrial and accident and 
health premiums which are included in 
the total are shown separately. Total 
premiums collected in 1927 by 287 life 
insurance companies were $3,044,228,785, 


divided as follows: 


Ordinary, which in- 


cludes group premiums, $2,424,117,716; 


industrial, 
health, $61,803,617. 


$558,307,452; 


accident 
The total amount of 


and 


losses paid in 1927 by the same com- 

panies were $698,836,012. The increase in 

premiums over 1926 was $349,958,588. 
Includes Accident —~ J pon 


Name of ~~ 
Metropolitan Life. 
A. & 


Indus. Prem. 


Prudential ......... : 26s.r7.884 


Indus. Prem. ...... 
New York Life...... 
Equitable Life, N. Y. 
Mutual Life, N. Y. 
Northwestern Mutual. 


Travelers ....... 
Acci. & Heal. Prem. 
John Hancock Mut. 
Aetna Life ......0:. 
cecil. & Heal. Prem. 
Bum Life ...cccccccce 
Mutual Benefit .. 
enn Mutual Life.. 
Mass. Mutual ....... 
Union Central Life 


New England Mutual 
Provident Mutual ... 
Bankers Life, Ia..... 
Pacific Mutual Life.. 
Acci. & Heal. Prem. 
Conn. Gen. Life...... 
Acci. & Heal. 
Canada Life ........ 
Conn. Mut. Life..... 
Western & Southern. 
Phoenix Mutual 
Missouri State ....... 
National Life, Vt.... 
Great-West Life .... 
State Mutual Life.... 
Manufacturers Life.. 
Equitable Life, Ia... 
National Life & 
Acci. Heal. 
Fidelity Mutual ..... 
Lincoln National .... 
Reliance Life ....... 
Acci. & Heal. Prem. 
Guardian Life 
American Nat., 
Acci. & Heal. 
Life Insur. 
Indus. Prem. ..... 
Jefferson Standard 
Home Life, N. Y.... 
Kansas City Life.... 
International a 
State Life, Ind.... 
Mass. Protective .. 
Acci. & Heal. Prem. 
Life & Casualty, Tenn. 
Acci. & Heal. Prem. 
Indus. Prem. ....+-+ 
Northwestern Nat, .. 
Acacia Mutual 
National Life, ° 
Columbia National .. 
Heal. Prem. 
Berkshire Life ....... 


etteeee 


Indus. ° 
Southwestern Life 


North American, Can. 
Franklin Life ....... 
Tilinois Life ......+. 


Mutual Trust Life.. 
Royal Union Life... 
Great Southern Life. 
Atlantic Life 


Western States Lite: 
Colonial Life, N. J. 
Indus. Prem. 
Peoria Life ........ 
Continental Life, Mo. 
Acci. & Heal. Prem. 
Rankers Reserve, Neb. 
West-Coast Life 
Acci. & Heal. 
Bankers Life, 
Amer. Central Life. 
Security Mutual, N. ¥. 
Columbus Mutual .. 
Accl. & Heal. Prem. 
Inter-Southern Life.. 
Occidental Life, Cal.. 
Midland Mutual Life. 
Peoples Life, D. C... 
Indus. Prem. ....-- 
Southland Life ...... 
Home Life, Pa... 
Indus. Prem. ... 
Crown Life, Canada.. 
Baltimore Life ...... 
Commonwealth, Ky 
Indus. Prem. 
Continental Assur., Til. 


Pan-American Life _ 


Pilot Life ........s+. 
Acci. & Heal. Prem. 
Indus. Prem. ...... 


Presbyterian Min.... 
Old Line Life, Wis... 


Life.. 
Union Mutual, Me.... 


14,035,686 
94,585,952 


44.006.602 
32,485,113 
30,413,732 
29,084,149 
28,822,441 

5,999,950 
26,197,143 

2,221,938 
26,045,329 
23,733,872 
22,849,776 


16,223,321 
15,818,970 

"706.463 
13,316,943 
13,246,484 


12. 055,561 
597,600 
11,421,646 
463 
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0,583 
71.815 


sos3. 
> 
to 


BHAI AH wWDO AS 


onrwoanonn 
2 
o 
a 
~ 


men aI co Bote tect eN~IO OD aD 


0 $8 & DANII ~I9 DO HIDRS 
: _ 
< a 
oe) 
a 


— 
» 
J 
Pp 
a 


60,853 


ie 
$. 
~ 
oe 
eo 


NAW IDwawoloOwHroH 
A4oe 
2 nr 
a“ 
DP 
a 


POND Hs DODD PD HELO ED 


2) 504, 487 


Pre ms 
. $583,718 713, te $107, 365, 659 


51,131,416 
48,181,355 


"33, 922,050 
29,713,014 


12,472,171 
17,856,936 
15,800,886 
10,332,950 
10.239.975 


1,723, 176 


see eeeeee 


eee newness 


$31,600 
1,468,285 
*** 552,290 
783,796 


ene parr 
615,539 
"479,251 
790,017 
449,588 


393,364 
621,442 


915,818 





Includes Accident and Health 


Name of Company 
Boston Mutual Life.. 
Reserve Loan Life... 
Northern Life, Wash. 

Acci. & Heal. Prem. 
North Amer. Reassur. 
Springfield Life 
Volunteer State ..... 
American Life, Mich. 
Teachers Ins. & Ann. 
Manhattan Life 
Merchants Life, Ia... 
Federal Life ......+. 
Philadelphia Life ... 
Ohio State Life...... 
Indianapolis Life ... 
Ohio National ....... 
California State 
Continental American. 
Sun Life, 
North American, Ill... 


Capitol Life, Colo. 
Equitable Life, D. ce: 
North Carolina Mut. 
United Life & Acci... 
Acci. & Heal. Prem. 


eee eeee 


Indus. Prem. 
Southern States 
Montana 


Security Life, Ill.... 
Lamar Life ....--..-. 
Bankers Health & L. 

Indus. Prem. 
Oregon Life .. 
Mass. Savings Bank. 
Home Friendly ...... 
National Life, Canada 
Eureka-Md. Assur... 

Indus. Prem. 
Durham Life, 

Indus. Prem. 
Shenandoah Life 


. Prem. 
Farmers & Bankers. 
Southern Life & Heal. 
Acci. & Heal. Prem. 
Protective —_ Ala.. 
Postal BO ccccccecce 
Amicable Life eoeeve 
Southern Union Life. 
Beneficial Life 
Peoples Life, Ind.. 
Interstate L. & Acci. 
Indus. Prem. ...... 
Nat. Guardian Life... 
Business Men’s, Mo... 
Guaranty Life, Ia.... 
Mid-Continent Life 
Farmers Nat. Life.... 
Knights Life ........ 
Acci. & Heal. Prem. 
Indus. Prem. ...... 
Federal Reserve Life. 
Indus, Prem. ...... 
Columbia Mutual 
Conservative, 


. Prem. 
Midland Lite: 
Wisconsin National 
Girard Life 
Carolina Life ....... 
Acci. & —— Prem. 
Indus, Prem 
Texas Life ........+6 
American Bankers ... 
Indus. Prem. 
Register Life ....... 
Bank Savings Life. 
Northern States, Ind. 
Old Line Life, Neb 
Acci. & Heal. Prem. 
Security Life & Trust 
Federal Union Life... 
Chicago National ... 
Imperial Life, N. C. 
Occidental Life, N. C. 
Standard Life, Pa..... 
George Wash. Life... 
Des Moines L. & Ann. 
Farmers & Traders... 
Great Northern Life. 
Southeastern Life ... 
LaFayette Life, Ind.. 
wx <= e &. C. 
A.&H. Ind. Prem. 
Midland National cee 
Liberty Life, Kans... 
Nat. Fidelity Life... 
American Life, Tex.. 
T'nited Fidelity Life.. 
United States Life... 
Home Security 
& Heal. 


MB cccesceces 
Inter-Mountain Life.. 

Acci. & Heal. Prem. 
Independ. L. of Amer. 


Wieeonsin Life 
Atlas Life 
Conservative, Ind. ... 
Maryland Life ...... 
Rockford a. 
Lincoln Liberty ..... 
Provident Lite, N. D: 
National Reserve .... 
Louisiana State 
Reinsurance Life .... 
Agricultural Life .... 
Central Life, Kans... 
Gem City Life....... 


eeeee 


(CONTINUED ON NEXT PAGE) 


Premiums 
2,495,627 
2,480,869 


25,076 


ua roto rot? po toto 


1,941 
38,870 
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89.613 


38,612 
62,860 
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17,594 


Losses 


707, on 


234,437 


157,252 


108,672 


348,741 
254,700 
178,572 
185,180 
102,427 
204,874 
170,666 
128,926 
161,878 
341,284 
177,726 
197,939 
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234,437 


157,252 


721,722 


139,448 
108,672 
143,237 
209,794 
198,914 
187,275 


135,753 
$48,741 


177,726 
197,939 
142,955 
158,282 
224,062 

58,909 


196,945 








April 27, 1928 








LIFE INSURANCE EDITION 








(CONT’D FROM PRECEDING PAGE) 
Includes Accident and Health 
Name of Company Premiums Losses 


Omaha Life ......... 500,198 44,793 
Travelers Equitable. . 497,785 16,636 

Acci & Heal. Prem. 355.242 ...ccseece 
American Life, Colo.. 478,549 72,299 
Amer. National, Mo.. 475,397 106,048 
Victory Life, Kans... 469,537 51,562 
San Jacinto Life..... 465,195 54,503 
Service Life ......... 436,023 52,033 
St. Joseph Life...... 433,922 52,500 
National Savings L.. 409,639 29,217 
North Amer. National 407,964 61,228 
Mountain States Life. 407,892 65,404 
Lincoln Reserve ..... 399,209 97,119 
Farmers Life, Colo... 392,493 148,014 
Crescent Life, Ind... 377,991 67,873 
Peoples Life, Ill...... 363,152 81,597 
Modern Life ........ 353,030 17,028 
St. Louis Mutual..... 352,248 76,059 
Amer. Old Line, Neb. 352,197 49,385 
Liberty Life, Ill...... 340,336 60,488 
Bankers Nat., Colo... 324,190 26,995 
Domestic Life & Acci. 306,633 93,455 

Acci. & Heal. Prem. ABZ,.629 .nccccceccs 

Indus. Prem. ...... BZE,56R occ ccceces 
Gt. Amer. Life, Kans. 306,315 26,709 
Farmers Union Mut.. 282,665 20,336 
Life & Casualty, Ill.. 278,778 6,000 
National Equity Life 270,584 9,822 
Hawkeye Life ....... 269,382 50,015 
Bankers Nat., Fila... 256,103 6,861 
Colonial Life, N. C... 246,624 12,500 
Elkhorn Life & Acci.. 242,665 15,096 

Acci. & Heal. Prem. SEBOO cececseese 
Northwestern L., Neb. 249,534 34,025 
Prairie Life ......... 226,862 40,278 
Amer. Home, Kans... 225,276 30,507 
Union Co-operative .. 214,518 100,950 
Puritan Life ......... 212,145 32,614 
Great Western, Ia... 210,644 6,500 
Victory Life, Ill..... 210,620 23,264 
United States Reserve 208,483 19,130 
Cosmopolitan, Tenn... 202,198 46,182 
Pyramid Life ....... 8) are 
Policyholders Nat.... 186,038 23,960 
Brooklyn National .. 181,396 1,000 
American Mutual ... 175,533 36,089 
Alamo Life ......... 171,214 26,372 
Guaranty Income .... 167,771 5,871 
Manhattan Mut. Life. 157,766 22,356 
Equity Life, Neb..... 152,900 20,506 
Toledo Travelers .... 149,852 40,014 
Union Life, Ark...... 147,927 26,157 
Western Reserve Life 146,064 51,741 
Cosmopolitan, Kans.. 136,461 ..ccoese:: 
United Benefit ...... 133,012 2,760 
State Reserve Life... 131,428 8,511 
Pioneer Life, S. C.... 129,939 32,255 
Judea Life ........-- 127,313 100 
Amer. Reserve, Neb.. BBLBEL coccccecse 
Seaboard Life ....... 114,450 9,059 
Guaranteed Securities. 104,103 2,116 
Ministers Mut. Life... 98,097 27,552 
Equitable Savings Life 97,326 8,500 
Commer. Ins. Co., Mo. 96,455 9,300 
Sentinel Life ....... 89,890 77,500 
Miss. Valley Life.... 82,337 24,138 
Harvester Life ...... 82,046 5,000 
Monarch Life, Mass.. 79,294 4,000 
Oklahoma Life ...... 71,695 10,300 
North Amer. L. & C. 60,492 1,000 

Acci. & Heal. Prem. BO.8812  cccrcccces 
Universal Life, Mo... 59,727 10,890 
Lewis & Clark Life... 57,180 4,568 
Home Guardian Life. 56,549 1,000 
Union Standard Life. 54,799 2,500 
American Thrift _..... 53,792 40 
Union Mutual, Ia..... 48,543 6,700 
Northeastern Life ... 46,578 3,000 
Union Pacific Assur.. 44,180 .ccccesees 
American Provident. . 43,973 8,000 
Union Labor Life.... 42,077 6,400 
West. Protective Life 41,080 2,500 
State Life, Ill....... SO.FTS cccccccece 
Union National, Fla.. B7,511  woseearees 
Northwestern Union . 36,513 5,573 
Sierra Nevada L. & C. 28,833 558 

Acci. & Heal. Prem. 17.429 ccccccrecce 
Citizens National Life SESS ccccccesce 
Bankers Nat., N. J.. 9.813 ..ccccesss 
Northland Life ..... 8,198 950 
Webster Life ........ 6,121 1,012 


A. O. Hughes Is Coming Back 


A. O. Hughes of Chicago, superinten- 
dent of agents of the Farmers National 
Life, who has been in Florida for the 
last few months on account of his health, 
is able to return to his office and after 
stops enroute he is expected to be on 
deck to stimulate business during May. 
Mr. Hughes is a successful agency man 
and his friends will be glad to learn he 
is back on the firing line. 


Adams Named Cashier 


Archibald Adams has been appointed 
cashier at the home office of the Equit- 
able Life of New York, succeeding C. U. 
Webster, who died last week. Mr. Adams 
has been Mr. Webster’s assistant for 20 
years, serving as assistant cashier since 
1908. He joined the Equitable in 1898 as 
a clerk in the auditing department and 
was transferred to the cashier’s depart- 
ment in 1908. 


To Enlarge Home Office 


Plans for an extension to the home 
office of the Northwestern Mutual Life, 
Milwaukee, have been approved by its 
trustees, who voted to proceed with the 
work. The extension will be erected on 
the half-block site at the rear of the 
Present building. The cost of the ad- 
dition is estimated at from $1,000,000 
to $2,000,600. The old building and the 


me will be linked together in a single 
It, 


























Qnio Nations, ,_ SIGN 
ae “ip for the successful H. 
ee & A. Man’s Standby 


Gms Your 1928 Tool Kit oer ewe 


o 2 
OUR success in 1928 will be measured by the g ef 2 
service you have to offer. The tool kit of the : 3 
Ohio National salesman contains: a 
1—Monthly income policy issued to rejected risks. 
2—Non-Medical or selective risk applications. 
3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 
4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 
5—Budget premium payment plan. 
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The foregoing and al) the standard tools furnished by progressive com- 


panies why “It Pays to Tie Up with the Ohio National.” : B 
For information in regard to an agency contract address: “ ' ; 3 
s 6 : S 

The Ohio National Life ye 3 ° 
Insurance Company - $ ¢ & 

T. W. Appleby Cincinnati, Ohio E. E. Kirkpatrick : : ; ‘ 
President Sup’t of Agents ° : 1 

























































































Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 
Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 1] 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 
We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 


Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va. 








THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 





The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Stréets, rightin the heart of Chicago’s Financial district. 
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Is There a Future for the Small Company? 


THE occasional retirement of a medium 
sized life company, like that of the 
INTER-MouUNTAIN Lire of Salt Lake 
City, last week, usually arouses some 
discussion as to the probable perma- 
nency of the great number of medium 
and small companies throughout the 
west and south. In these days of con- 
solidations and mergers in other lines 
of business, speculation is easily aroused 
as to whether this will not some day 
be the case in the life insurance busi- 
ness. 

The large companies, both stock and 
mutual, have reduced their costs of re- 
cent years. In the chief item of expense, 
the acquisition of business, their ex- 
penses are lower as a rule than those 
of the smaller companies. Perhaps their 
mortality is higher than in some com- 
panies that are located in favored sec- 
tions and lower than other small com- 
panies located in territories where the 
average mortality is greater. 

Officials of small companies complain 
that it is becoming increasingly difficult 
to get loans at good interest rates since 
the large companies’ loan organizations 
are seeking for business in every quar- 
ter, making mortgages at as low as 5% 
percent interest. The large New York 
companies, for instance, can loan up to 
60 percent of the appraisement value, 
whereas in some other states the local 
companies can loan only up to a 50 
percent appraisement value. Also, New 
York companies have recently been per- 
mitted to make investments in preferred 
stocks. The Canadian companies, per- 
haps, make the most imposing showing 
of investment returns since Canadian 
laws permit companies to buy common 
stocks and the Sun Lire of Canada, 
which shows the lowest net cost of any 
of the American companies, in its state- 
ment shows as much as $6,000,000 made 
last year in profits on common stocks, 
largely of United States concerns. The 
Sun Lire is said to be a large holder 
of stock in the AMERICAN TELEPHONE & 
TELEGRAPH CompaNy, GENERAL Morors, 
and other concerns whose stocks have 
risen rapidly on the exchange. “How 
can,” asked an official of a small com- 
pany, “we compete on costs with Cana- 
dian companies when they are permitted 
to make irvestments in the United 
States wh’¢h we are not allowed to 
make, an¢ thus return the United States 


policyholders such large dividends that 
we cannot possibly compete?” 


Then take group insurance. Some of 


the large companies issue group policies, 
which gives their agents a great advan- 
tage in writing regular insurance, hav- 
ing been introduced through the group 
plan. Some of the large companies, this 
official said, have been saving up their 
surplus for several years and .are now 
increasing their such a 
point that the average small company 
cannot meet these low costs, and live. 
With the Men’ mortality 
table being introduced whatever margins 
there have been in mortality are being 
squeezed out. Investments at good in- 
terest rates are becoming harder to find 
and agents are demanding from 60 to 90 
percent commission from small com- 
panies, whereas they would be paid only 
40 to 50 percent by the larger ones, and 
some of the agents would not be em- 
ployed at all by the larger companies. 

Another point that is brought out is 
that many of the smaller companies 
which were organized with a consider- 


dividends to 


American 


able surplus with a view to putting on 
the business, have now exhausted much 
of this and are being expected to pay 
dividends to their stockholders, whereas 
in their earlier years it was taken for 
granted that no dividends would be paid. 
Combined with this the ‘stock of the 
younger stock companies has gone up 
into unusual figures and_ stockholders 
feel they have a gold mine, thinking it 
will only be a few years until their com- 
panies are as valuable as the 
older and larger ones. 

Such is the plaint of those who see 
the future in a pessimistic mood, and 
it will no doubt scare some weak-hearted 
managers into giving up the fight. For 
the other side it must be said that the 
very companies that are out to swallow 
their weak-kneed brethren wherever 
they can find them, and would not hesi- 
tate to use the arguments recited, went 
through themselves very much harder 
conditions to attain their success. In 
other words, success of any small en- 
terprise depends now, as always, upon 
the caliber and staying qualities of the 
management. 

It must be admitted that every com- 
pany that is to endure permanentgy can- 
not hope to become fully established 
until it has faced and solved all these 


plants 
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and other problems, just as the older 
companies have done before them. There 
is scarcely a company of any age which 
has not shown its fibre and ability to 
survive in the face of all kinds of dis- 
couraging conditions. It is the history 
of virtually every one of the larger in- 
stitutions. The way to final success is 
no easy task. No small company can 
hope to win if its management is not 
prepared to pay the full price. It will 
experience occasional years of unusual 
mortality and this will be discouraging. 
It will suffer unexpected losses here 
and there. How may a small company 
reasonably hope for a prosperous future: 

In the first place it should be said 
that there is not enough surplus in the 
level premium reserve companies to take 
care of the amount of business that the 
American public really wants to buy. 
The preliminary term reserve system has 
made possible the expansion of the life 
business to an extent that would not 
have been conceivable in the days be- 
fore the Armstrong investigation and 
the coming in of the preliminary term 
reserve. There is therefore a real need 
for the small, growing companies. 

Another point is that the big low cost 
companies are undoubtedly picking the 
cream, taking the business which is eas- 
iest to get, and the larger policies which 
are less expensive to handle. Certain 
of these companies have practically 
tabooed country business, on the theory 
that it is too expensive to write and 
that agents cannot be secured for coun- 
try business at the prevailing commis- 
sions. Even if they can, general agents 
and managers often feel they cannot 
afford to handle general agencies made 
up of country agents because the cost 
of supervision is greater. The smaller 
company, going after the smaller poli- 
cies in the rural districts, perhaps should 
charge a slightly higher rate and pay 
its agents more commissions than the 
prevailing New York scale, in order to 
put country agents on a level with those 
in the city, who write larger policies, 
and do it more easily. Here, of course, 
is the great field for the smaller com- 
panies, The great masses of the public 
are still insured under the industrial 
plan, where the cost is very much high- 
er than that of any ordinary company, 
and yet even in the case of industrial 
insurance, no one would say that it 
ought to be done away with, because of 
its cost. Granted that the small com- 
panies may not be able to compete with 
the larger companies which furnish the 
lowest .costs, the practical side of the 
matter is that these companies do not 
go after, to a very great extent, the 
policies which cost the most effort to 
get and the most expense per thousand 
at the home office after they are se- 
cured. 

In the field of investment, the small 
company can go after the smaller loans, 
and supervise and handle those. nearer 
at home, with perhaps better intelligence 
or greater detailed attention than the 
great company which is after all seek- 
ing the larger loans and those which 
are most easily handled. 

But undoubtedly the small company 


for the next few years must be han- 
dled with unusual care and _ ability. 


Stockholders must make up their minds 
that, as in other growing businesses, 
their returns must be largely in the 
A small company cannot pay 


future. 





large stockholders’ dividends and do 
justice to its policyholders and agents. 

Home office expenses must be watched 
carefully. The lower rent and clerk hire 
of the smaller cities must be taken 
advantage of and officers must be con- 
tent with moderate salaries in the 
knowledge both that living costs in their 
city are lower than in the great cen- 
ters and that they are building for the 
tuture, 

There are those that believe that the 
present low cost of the larger com- 
panies cannot be continued permanently, 
that they, too, must halt the lowering 
costs and perhaps go back to former 
levels. 

No doubt some of the smaller stock 
companies will within the next few 
years open participating departments or 
go entirely to the mutual basis. The 
same week the retirement of the Inrer- 
MOUNTAIN LIFE was announced came 
the announcement that the BENEFICIAL 
Lire, of the same city and controlled 
by the Mormon Church, had decided 
to go on the mutual basis. The stock 
business already on the books will, ii 
conserved, pay good returns to the 
stockholders, even if no more partici- 
pating business were written. An offi- 
cial of one of these smaller stock com- 
panies stated recently that the company’s 
experience on renewals on its partici- 
pating business is much better than on 
its non-participating, for some reason 
or other, even though its dividends are 
very small indeed. If there is this psy- 
chology in the public mind about life 
insurance, that participating business re- 
news better than non-participating, then 
the non-participating companies will 
have to open participating departments 
and take advantage of the situation. 
Agents of these companies should re- 
member that if the costs of their com- 
panies are slightly higher than those of 
the low participating companies this in- 
creased cost is due in most part to the 
increased commissions which they are 
receiving. It may be said for them that 
they are to some extent at least writing 
business which would not be written at 
all by the larger companies, due to the 
larger cost of handling it. In other 
words, there is a distinct place for the 
small company, even if it cannot always 
compete successfully in the large cities. 

For the most part, officials of the 
smaller companies are optimistic as to 
the future, even in spite of these fore- 
bodings. While some of them may look 
for the day when all life insurance will 
be written through banks, with no or 
very small commissions paid to agents, 
this is looking rather too far ahead. 
The Bancitaly Corporation, for instance, 
may be able to write a certain amount 
of business over the counter, but few 
bankers or insurance men are willing to 
say that any large amount of business 
can be so written permanently, The 
industrial business of the great indus- 
trial companies is increasing steadily 
year by year in the face of costs which 
cannot be compared with the highest 
costs of ordinary companies. For years 
the largest companies writing the great- 
est amount of business did so at costs 
considerably higher than those of other 
companies, showing that it depends more 
on sales energy and ability than on the 
one item of cost. 

The conclusion that must be accepted 
is that there is plenty of room for the 
small company if it is well and econ- 
omically managed and if its stockhold- 
ers, officers and agents are willing to 
be reasonable in their incomes and prof- 


its. But little hope can be held out for 
the company which proposes to pay 
large salaries, commissions and divi- 


dends and is not prepared to take ad- 
vantage of the real opportunities which 
are present on every hand to cultivate 
the great army of uninsured and under- 
insured who cannot be reached by the 
organizations of the few great com- 
panies and if they could whose sur- 
pluses would not stand the drain om 
them which would be made if all com- 
panies were on the level premium pla®- 
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Edward D. Hemingway, an agent oi 
the Connecticut Mutual Life in Pitts- 
hurgh, represents the third generation 
in the same agency and the fourth gen- 
eration of his family to follow a life in- 
surance career. His father, Lee D. 
Hemingway, is general agent of the 
Connecticut Mutual and just a few years 
further back his grandfather was also 
genera! agent, in charge of the same 
agency. Tracing still further back, his 
great-grandfather, L. J. Hemingway, 
was a representative of the New York 
Life at New Haven, Conn. 


John C. Small has assumed his duties 
as manager of the advertising and pub- 
licity department of the Continental 
Life of St. Louis. For many years Mr. 
Small worked on various St. Louis daily 
newspapers and in addition he has had 
experience in publicity and ad- 
At one time he was in the 


wide 
vertising. 





JOHN C. SMALL 


advertising department of the Missouri 
Pacific Railroad and prior to that was 
with the press bureau of the Louisiana 
Purchase Exposition (World’s Fair) 
conducted in St. Louis in 1904. More 
recently he has charge oi- the prepara- 
tion of the immigration literature issued 
by the state of Arkansas from Little 
Rock. 

In his new post Mr. Small will have 
harge of the company’s agency bulletin, 
“Clic,” as well as general publicity and 
advertising. 

Meldrum Gray, general agent of the 
Northwestern National Life at Colum- 
the Columbus Princeton Club. 

John Way, vice-president of the Prov- 
ident Mutual Life, who has been ill for 
three weeks, has just left the hospital 
gor his first glimpse of the company in 
its new home office building in West 
Philadelphia. 

L. K. Mason, general agent of the 
Bankers’ Life at Hastings, Ia., died at 
his home last week following a long 
eriod of ill health. Mr. Mason was born 
1 1850, and had been with the Bankers’ 
Life for more than 30 years. 


Haley Fiske, president of the Metro- 
politan Life, appeared in Montreal last 
week in a role somewhat different from 
Mts usual one. when he addressed the 
men’s association of the Church of St. 
John the Evangelist of Montreal. reveal- 
ing himself a staunch Anglo-Catholic, 
and battling energetically for a more 
enthusiastic attachment to the Catholic 
element in the Anglican church. He 


us, O., has been reelected president of | 











Linked up with The Lincoln National Life 








Abraham Lincoln once said: 
“When I was a boy and people 
would talk so I couldn’t under- 
stand them, it used to make me 
made up my 
mind that when I talked or wrote 
I would make people understand 
me.” 


downright mad. I 


HE martyred president put 


his finger again unerringly 


on a great fact of human 
psychology. So many things 
are told in such a way that 


they are not understood. 


Even the tremendous, vital 
story of the service life in- 
surance offers to the people 
has yet to be told in lan- 
guage so clear and vivid, 
so sincere and so persua- 
sive, that all the people will 
understand, and will par- 
take according to their 
needs of its great comfort. 


An Insurance Voice 


Needed 


The imstitution of life insur- 
ance needs a voice that will re- 
sound over the land into many 
a million ears, as Lincoln’s did 
in his day and generation. The 
Lincoln National Life Insur- 
ance Company, named for the 
great Emancipator, believes in 
his precepts, and attempts to 
follow his example, in making 
its message clear, simple, 
straight and true. Listen to 
the words of its Manager of 
Agencies, a man trained also as 
an actuary and insurance tech- 
nician: 








“It is the duty of the life under- 
writer to make the insurance story 
not only so clear and plain, but so 
logical and enticing of appeal, that 
there will be no potential widow 
or orphan in the land not pro- 
tected by its strong arms.” 
ALFRED L. DERN, 
Manager of Agencies, 


The Lincoln National Life Insurance 
Company. 


UST as it is the duty of the 
J underwriter so to carry 
that great story to the people, 
so it is the duty of agency or 
ganization of the strong insur- 
ance company to hold up his 
that 
stimulate him in that endeavor, 
to train him and to help him 


hand in fine work to 


and to encourage him and to 


reward him. 


The Lincoln National Life Insur- 
ance Company believes in such a 
program, and it has builded for its 
agents a host of special aids in that 
connection. But, it is not its tra- 
ditional inspiring agency meetings, 
it is not its famous honor clubs, it 
is not its magazines and bulletins, 
and pamphlets, nor any of the ma- 
chinery of agency helps—of course, 
it has all that—but it is rather an 
unusual man to man relationship 
between man and manager that 
makes LNL fellowship so produc- 
tively satisfying, pleasant and worth 
while. 


The Lincoln National's relation- 

(6) sit to its men im this regard 
“A might be cited as one of its 
strong points. The strength of 

LNL, which is as the strength of steel, 
has many factors, including its con- 
tinuous management from the begin- 


ning, its state deposited reserves, its 
assets, its loyal staff, and its pro- 
gressive, aggressive policy. No fac- 


tor could be mentioned more impor- 
tant than the spirit of its able agency 
members. 


Ft. Wayne, Indiana 


HE spirit of the agency or- 

ganization is especially evi- 
dent during the month of May, 
which traditionally is set aside 
to honor the President and 
Founder of Lincoln Life. Dur- 
ing May LNL will shower Ar- 
thur Fletcher Hall with 
Cards and every rose 
means an application. 


Rose 
card 


During May the great agencies of 
the country vie with one another 
to win the custody for the year 
of Hall Month Honor Plaques on 
which the names of winning agen- 
cies are suitably engraved. Dur- 
ing that month, too, there is keen 
rivalry for the winner of the 
Silver Cup which goes perma- 
nently to the leader in production 
in those weeks, 


Lincoln Men Work in 
Many States 


This rivalry is but an out- 
ward manifestation of 
solid inward competence 
and feeling, an added ex- 
appreciation 

It is mani- 
centers the 
for Lincoln 


pression ot 
and confidence. 
fest in LNL 


country over 


Life men work from Coast 
from 


to Coast, Texas to 


Minnesota. 





Take West Virginia for 
example. There new vital- 
ity and strength is being 
added in the work now go- 
ing on in the upbuilding of 
agency strength for LNL. 
There new men, who meas- 
ure up to the demands and 
ideals of this strong and 
growing company, are in- 
vited to share its oppor- 
tunities and rewards. 


The Lincoln National Life Insurance Company 


Insurance in Force, more than 520 Millions 
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OF 
_ PROGRESS .~ 


First you entered the life insurance business. 
Then came the day you passed $100,000 in production. 


Next your first agency convention. But the real step 
into the future comes with the signing of a new con- 
tract making you a 


Full-Fledged General Agent 


Get out of the sub-agent blind alley now. 
Our plan provides liberally for your future. 
Build up and manage your own business be- 
ginning this year—now—today. 






















We have territory available in all sections of Louisi- 
ana, Texas, Arkansas, Oklahoma and Alabama. Con- 
ditions were never better. Write for full details now. 
Your letter will be treated in strict confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 
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Builders of Business 


If you have not used Kaufmann Systeman Security Holders you have 
a pleasant surprise awaiting you. For Kaufmann wallets will help 
you build business just as it is building business for hundreds of 
others. 

Until you have used it to deliver those extra policies you have not 
made use of the biggest dollar for dollar life insurance business 
builder on the market today. 


The standard size is $2.25 and the large size, $3.15. Quantity rate 
gladiy furnished on application. Other wallets from 65¢ to $5.00. 


For Sale by 
The National Underwriter Co. 


1362 Insurance Exchange 
CHICAGO, ILL. 


420 E. Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 











attacked his subject with characteristic 
vigor and energy, and was warmly ap- 
plauded. 


Judge R. B. Seay of Dallas, Tex., who 
died April 5, was an uncle of President 
Harry L. Seay of the Southland Life 
of that city and not his father as re- 
ported. Judge Seay had been a mem- 
ber of the criminal district court of 
Dallas, for 14 years. 


Max J. Blitz, head of the M. J. Blitz 
Agency of Fort Wayne, Ind., has just 
returned from a 10 weeks’ trip through 
California and the far west. Mr. Blitz 
was accompanied by Mrs. Blitz. They 
spent most of the time at Los Angeles. 
Mr. Blitz is an insurance man who has 
a wide acquaintance with company offi- 
cials, field men and underwriters in all 
sections. He has been general agent of 
the Preferred Accident for 33 years. Mr. 
Blitz’ office for the Preferred produces 
as much premium income as do many 
cities of far larger size. In addition to 
the Preferred Accident his firm is gen- 
eral agent for the Hartford Accident & 
Indemnity and the Metropolitan Cas- 
ualty. For many years Mr. Blitz was 
general agent of the Ocean Accident. 
When he visits home offices the officials 
are all ears because they desire to get 
the field slant from a most observing 
man. Mr. Blitz does a very handsome 
fire insurance business. He owns stock 
in a number of insurance companies. 

He was one of the three organizers of 
the Lincoln National Life of Fort 
Wayne, which has had a phenomenal 
career. Mr. Blitz was interested in a 
fraternal concern at Fort Wayne, whose 
affairs were looked after by Attorney 
Dan B. Ninde. The third man was an 
agent of the Equitable Life of New 
York. Mr. Ninde found that looking 
after the details of this concern was tak- 
ing too much time and he endeavored to 
have Mr. Blitz take it over. Mr. Blitz 
told Mr. Ninde that he had had in mind 
for many years the desirability of having 
a first class, old line, legal reserve life 
company with head office in Fort 
Wayne. The three men then drew up 
an agreement to organize such a com- 
pany, each declaring that they would 
subscribe $1,000 in capital stock. The 
Equitable Life man of the triumvirate 
said that he knew Arthur F. Hall, who 
was carrying a rate book for the Equi- 
table in Indianapolis and who had had a 
very excellent business training. He was 
dispatched to Indianapolis, Mr. Hall be- 
came interested, went to Fort Wayne 
and the Lincoln National Life was or- 
ganized. Mr. Ninde is vice-president. 
He is a well known attorney. Mr. Blitz 
has been on the board since it was or- 
ganized and his firm is general agent of 
the Lincoln National. He is one of its 
consistent boosters. While on the west 
coast he had an open eye for business, 
wrote several thousand insurance for the 
Lincoln National and added to the num- 
ber of the policies in the Preferred 
Accident. 

Frederick H. Kreismann, president of 
the St. Louis Mutual Life and head of 
the general insurance agency in St. 
Louis bearing his name, has been se- 
lected to act as the nonpartisan member 
of the board that will arbitrate a wage 
dispute between the Baltimore & Ohio 
Railroad and the Order of Railway 
Telegraphers. The arbitration board will 
meet in Baltimore. J F. Miller, a di- 
rector of the union, and E. W. Scheer, 
general manager for the railroad, will be 
the other members of the board. 


The wife of Everett M. Ensign, 
executive secretary of the National As- 
sociation of Life Underwriters, is crit- 
ically ill at their home in New York. 


Edwin B. Raub, Sr., vice-president of 
the Indianapolis Life, has been elected 
president of the Indianapolis city coun- 
cil. Mr. Raub and a colleague, Mr. 
Springsteen, the two Democratic mem- 
bers of a council which numbers nine, 
came through a period of administrative 











a lot of unenviable notoriety unscathed 
and without the least shade of criticism 
or suspicion whereas all the other mem- 
bers of the council were forced to re- 
sign in disgrace, five of them under in- 
dictment charged with taking bribes. 
They have been replaced entirely by 
men of the highest type in the com- 
munity and the reorganized council 
showed its confidence in Mr. Raub and 
Mr. Springsteen by electing them re- 
spectively president and vice-president 
of the body. One of the new members 
is Meredith Nicholson, the author. 


Willis A. Rankins, organizer and for 
years president of the American Acci- 
dent and the American Old Line Life 
of Nebraska, died April 20 at his home 
in Lincoln. Ill health forced his retire- 
ment four years ago, and repeated at- 
tacks of inflammatory rheumatism pro- 
duced a heart affection that caused his 
unexpected death. For many years he 
was manager of the Nebraska agency 
of the Rumley Thresher Company, but 
turned his attention to insurance some 
20 years ago. 

Terence F. Cunneen, who recently re- 
signed as third deputy insurance super- 
intendent of New York to become 
manager of the insurance department of 
the United States Chamber of Com- 
merce at Washington, was presented 
with a set of cuff buttons and studs by 
the members of the staff of the New 
York department, the presentation tak- 
ing place in the New York office. 


Thomas B. Donaldson, now con- 
nected with the Eagle Fire of Newark, 
who was formerly Pennsylvania insur- 
ance commissioner and former president 
of the Pennsylvania Insurance Federa- 
tion, was married the other day to Mrs. 
Margaret S. Hershey of New York 
City. 

John J. Williams, for many years 
known in Indianapolis and Indiana in 
life insurance circles, died suddenly of 
heart disease at his home there. He 
was one of the organizers of the Re- 
liable Life of Indianapolis and served 
as its vice-president until it reinsured 
in the International Life of St. Louis 
in 1917. 


John J. Blust, field supervisor of the 
James P. Graham, Jr., general agency 
of the Aetna Life in Brooklyn, was mar- 
ried last week to Miss Grace Anderson 
Love of Brooklyn. 


Joseph F. Titus, treasurer of the 
Berkshire Life, who was formerly vice- 
president and treasurer of the Illinois 
Central Railroad at Chicago, died last 
week at the age of 69. He became as- 
sistant treasurer of the Berkshire in 
1911 and was elected treasurer a year 
later. 


G. L. Lutterloh, secretary of the Peo- 
ples Life of Chicago, is one company 
offical who believes in the old adage of 
“early to bed and early to rise.” Mr. 
Lutterloh has always been an early riser. 
As a consequence he makes it a habit 
of going out to lunch every day at 11 
o’clock. When the clock begins to strike 
Mr. Lutterloh dons his hat and seeks 
his favorite eating place. He finds it a 
great advantage to be in the office dur- 
ing part of the noon hour to take up 
important matters with callers when 
most of the employes are out to lunch. 
When Mr. Lutterloh gets back at 12 
o’clock, E. J. Cotter, superintendent 
of agencies and his lieutenant in the 
office, take his lunch. Therefore during 
the entire noon hour one of the two men 
is always present at the office. 


Dominion Life Gains Rapidly 


The Dominion Life reports that Feb- 
ruary new business was 26 percent, and 
March business 29 percent ahead of the 
corresponding months of 1927. Last 
vear the company passed the $100,000,- 
000 mark, and now has over $111,000,- 
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LIFE AGENCY CHANGES 





TWO ARE MADE ASSISTANTS 





G. S. Becker and H. M. Carlson in 
Supervisory Posts in Missouri 
State Life Agency 





Manager J. Carter Witt of the Des 
Moines office of the Missouri State Life 
has appointed two assistants, Gordon S. 
Becker and Henry M. Carlson. Mr. 
Becker was formerly agency special at 
Des Moines. At the end of war service 
he entered the emplovment of the Farm- 
ers Investment & Savings Bank at Des 
Moines. He then went with the Luth- 
eran Mutual Aid and a year later with 
the Missouri State Life, carrying a rate 
book. He was appointed agency specia! 
in January, 1926. Mr. Carlson repre- 
sented the Equitable Life of New York 
at Clinton, Ia., and Cedar Rapids. He 
went to Des Moines two years ago as a 
representative of the Equitable. 


E. L. Yonts, C. M. Elliott 


E. L. Yonts, formerly a specia! agent 
for the New York Life, has left that 
organization to become general agent 
for the Manhattan Life, at Louisville, 
Ky., succeeding to the vacancy caused 
by the resignation of Charles M. Elliott. 
Mr. Yonts received a good deal of pub- 
licity last year when news broke regard- 
ing his having received an application 
for $1,000,000 of life insurance from a 
Louisville capitalist, who later backed 
out on the proposition. 

Mr. Elliott has gone with the Equit- 
able Life of New York, as a special 
agent for southern Ohio, Kentucky and 
southern Indiana. 


M. C. Van Derveer 


The Capitol Life of Colorado has | 
opened offices in the Insurance Exchange | 
building, Des Moines, and is planning an 
extensive sales campaign in Iowa. Mar- 
vin C. Van Derveer of Council Bluffs 
has been appointed state agent for Iowa. 














R. Conrad Jones | 
Ray P. Cox, manager of the western 
agencies of the Minnesota Mutual Life, 
whose headquarters are in San Fran- 
cisco, has announced the appointment of 
R. Conrad Jones as general agent at 
Los Angeles. Mr. Jones was formerly 
a leading member of the Eliason general 
agency at St. Paul, and has recently 
moved to Los Angeles. 


Henry A. Moehlenpah 


Henry A. Moehlenpah, who has been 
Prominent in financial circles in Mil- 
waukee for a number of years, has been 
appointed superintendent of agents in 
charge of eastern Wisconsin for the 
Aetna Life, according to an announce- 
ment made by Albert E. Mielenz, gen- 
eral agent for the company in Milwau- 
kee, Mr. Moehlenpah was formerly in 
the insurance business. 


J. E. Amend 


The United Benefit Life of Omaha has 
named J. E, Amend as division manager, 
with headquarters in Lincoln, Neb. He 
will have charge of South Platte terri- 
tory. Mr. Amend was formerly on the 
held staff of the Security Mutual Life 
of Lincoln. 








O. H. and C. V. Bovik 


Oliver H. Bovik, formerly assistant 
agency manager for the Equitable Life 
B. New York in Chicago and Conrad V. 
Povik, formerly with the Metropolitan 
in Chicago, have been appointed general 
agents in charge of the south side agency 
of the Mutual Trust Life in Chicago. 


Basil Newton 


Basil Newton of Hope has been ap- 
eae assistant state manager in Ark- 
nsas for the Jefferson Standard Life. 





The announcement of Mr. Newton’s pro- 
motion followed a recent meeting of the 
company’s Arkansas agents which was 
attended by Julian Price, president, and 
other executives of the Jefferson Stand- 
ard. 

Mr. Newton will work under Paul 
Remmel, state agent of the Jefferson 
Standard in Arkansas. State headquar- 
ters are in Little Rock. 





George N. Quigley 

George N. Ouiclev has been appointed 
general agent in Denver for the Provi- 
dent Mutual Life, filling the place made 
vacant by the transfer of James H. 
Cowles to the home office as assistant 
to the manager of agencies. Mr. ‘Quig- 
ley has been with the Denver agency 
for some time. 





John G. Morey 


John G. Morey, manager of the 
Phoenix Mutual Life in Detroit, has re- 
signed and will become manager of the 
Guardian Life. Mr. Morey will succeed 
Howard B. Salot, who desires to give 
all his time to personal work. Mr. 
Morey is one of the strong men in his 
city. 





F. X. Beaver 


F. X. Beaver has been appointed dis- 
trict agent of the International Life at 
St. Cloud, Minn. Mr. Beaver spent 14 
years with the Prudential as agent, as- 
sistant superintendent and agency organ- 
izer. He also was connected with the 
Old Colony Life. The last six years he 
has been secretary of the Elks’ Club in 
St. Cloud. 





J. J. Davis 


J. J .Davis has been appointed man- 
ager of the Fidelity Mutual Life for In- 
diana. For seven years Mr. Davis was 
with the Bankers Life of Iowa, in Indi- 
ana, producing around $600,000 of busi- 
ness a year. 





C. E. Reed 


C. E. Reed has become general agent 
of the Inter-Southern Life at Cleve- 
iand. He was formerly principal of one 
of the high schools in Louisville. He 
made a connection with the Travelers 
and soon became a large producer. 
Later he was manager of the life de- 
partment of Brooks & Stafford Com- 
pany at Cleveland. 





Thomas W. Brown 


Thomas W. Brown of Kansas City 
has been appointed manager for the 
Northwestern Life of Omaha and wil’ 
‘stablish a branch at Kansas City. Mr 
Brown is giving up his law practice to 
enter the life insurance field. 


R. W. Campbell 


Richard W. Campbell of Tyrone, Pa.. 
has been named district manager of the 
Equitable Life of Iowa for northwestern 
Pennsylvania, with headquarters in Al- 
toona. Mr. Campbell has been with the 
Baltimore agency. 


One Day’s Good Work 


J. M. David of Rock Island, IIl., rep- 
resenting the International Life, recent- 
ly gave a good account of himself dur- 
ing one day’s canvass. He interviewed 
37 persons, landing 10 applications to- 
taling $10,500 and collected the first pre- 
mium in each case, a total of $278.67. 








Life Agency Notes 


J. J. Davis has been appointed mana- 
ger of the Fidelity Mutual Life at In- 
dianapolis with headquarters at 712 IIli- 
nois building. 

White & Odell, 
agents of the 


home office general 
Northwestern National 


Life at Minneapolis, have appointed Miss 
Gertrude M. Durkee as manager of their 
woman's department. 
chief clerk. 


She was formerly 
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There’s worthwhile beauty 


in these business-like 
desks of steel 


GOOD looking office undeniably 

radiates prosperity. It creates a 
pleasant, business-like atmosphere, that 
bespeaks dignity, efficiency, success. 


GF desks of steel, with their beauty of 
line and deep rich finish, go a long way 
towards making an office attractive and 
altogether liveable. 


In the private office, or the larger general 
office, they contribute not only good 
looks, but exceptional utility and the 
lasting durability that only steel can 
possess. And the restful Velvoleum top 
is an ideal writing surface. 


These are reasons why such fine desks 
have won places in the offices of so many 
firms whose names are household words 
throughout America. 


Another reason is this—their cost is 
exceptionally low. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio Canadian Plant, Toronto 


BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


The GF Allsteel Line: Safes « Filing Cabinets « Sectional 
Cases Desks « Tables « Shelving « Transfer 
Cases «. Storage Cabinets . Document Files « Supplies 





OFFICE EQUIPMENT 








Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING COMPANY - Youngstown, Ohio 


Kindly send me a copy of the GF Allsteel Desk Catalog. 


N.U. 
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Which should I be— 


SOLICITING AGENT or GENERAL AGENT? 























4 ne: vitally important question has presented 
.& itself to many life underwriters without having 
bten satisfactorily answered. A correct answer 
may mean much to the future of you and yours, 
either confirming you in what you are now doing 
or opening up vistas of greater possibilities. 


Read 


AGENTS EARNINGS 


A Study of the Relative Earnings of SOLIC- 
ITING AGENTS and GENERAL AGENTS 
by M. A. LINTON, Vice-President, Provident 
Mutual Life Insurance Company of Philadelphia 


4 pe is the title of an illuminating book that 
will be of interest to you because it discusses 
in a non-technical, understandable manner many 
questions that have often been asked but not so 
often answered. Mail check for your copy today. 


PRICE, CLOTH BOUND, $2:5° . 


BUREAU OF AGENCY ANALYSIS 


PROVIDENT MUTUAL LIFE BUILDING 
FORTY-SIXTH AND MARKET STREETS 
PHILADELPHIA, PA. 


Postpaid 


























































“THE FRIENDLY C 


Are You The Man? 


Wanted—Aggressive life insurance men by 
company giving prompt, courteous, and efh- 
cient service in every detail to representative 
and policyholder — new policies covering the 
full range of life—new sales ideas—operating 
under a state law which gives protection to the 
nth degree. 


Are you that man?—then you will find it pays 
to be friendly with 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT a aoe INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 























EASTERN STATES ACTIVITIES 








ALUMNI INSURANCE URGED |TO OPEN ANOTHER AGENCY 





John C. McNamara of the Guardian 
Life Showed What Can Be Done 
for Colleges 





NEW YORK, April 26.—“Alumni 
Insurance” was urged by John C. Mc- 
Namara, New York general agent of the 
Guardian Life, in an address before the 
National Catholic Alumni Federation 
convention in New York. He so desig- 
nated the life insurance sold for the cre- 
ation of alumni endowment funds, point- 
ing to the huge total written on the 
alumni of Princeton University as an 
example of what could and should be 
done. Alumni of that university are in- 
sured for $1,000,000 in the name of their 
alma mater, the cost being negligible 
to them individually, yet creating a 
large endowment fund for the university. 
Mr. McNamara said that the college 
man acquires something during his four 
years in college which enables him to 
earn $30,000 more in his productive 
period than does the non-college man. 
This is partly given him in return for 
his tuition, but to a great extent by the 
college itself from endowment funds 
and other sources for which payment 
is not made. In return for this, the 
alumnus owes a return to his college 
and can do so with negligible cost. He 
suggested that a policy could be written 
to cost but $2 per month for nine vears 
and $6.25 per month for 16 vears there- 
after, the contract to mature a fund of 
$1.875 for each student for the benefit 
of his college. 





NEW YORK FEDERATION 
TO HOLD CONVENTION 





The program for the annual meeting 
of the New York Insurance Federation 
to be held at Schenectady has been an- 
nounced. The first day will be devoted 
to golf. F. G. Noxel of Buffalo, presi- 
dent of the Federation, will be in charge 
of the business sessions. At the dinner 





the evening of the first day the speakers | 


will be Congressman Frank Crowther 
on “Evils of the Government in Com- 
mercial Business,” Assemblyman C. W. 
Merriam on “Insurance Legislation” 
and David Van Schaack of the Aetna 
Life on “Why the Federation?” On the 
second day reports will be made for the 
executive committee by John S. Turn 
of New York, for the work of the Fed- 
eration as a whole by Secretary L. L. 
Saunders, for county activities by H. H. 
Wadsworth of Syracuse. A. C. Hage- 
man will talk on work of the United 
States Chamber of Commerce. 


Macpeak Joins N. Y. Department 


Samuel D. Macpeak has been ap- 
pointed third deputy superintendent in 
the New York insurance department to 
succeed Terence F. Cunneen. Mr. Mac- 
peak is a graduate of All Hallows Col- 
legiate Institute and of the Fordham 
University law school. He was admit- 
ted to the bar in 1925. He engaged in 
private practice in New York City un- 
til appointed confidential secretary to 
Superintendent Beha near the close of 
1925. Since he joined the insurance 
department he has been closely as- 
sociated with Mr. Beha and has par- 
ticipated in many of the commissioner's 
special activities. 





Clabaugh in Pennsylvania 


Charles C. Clabaugh, superintendent of 
agencies of the Marvland Life, is making 
an agency tour of Pennsylvania this 
week. He will visit Pittsburgh, Erie. 
Franklin, Williamsport, Harrisburg and 
Philadelphia. 

While at Pittsburgh he will hold a 
conference with the company’s agents in 
that citv. At Erie and at Harrisburg he 
will take up the matter of new agency 
appointments. 





J. S. Tunmore Will Move His Main 
Office of Provident Mutual to 
New York City 





The Provident Mutual Life has de- 
cided to establish another agency in 
Manhattan. 

The John S. Tunmore Agency will 
move its main office on May 1 from 
164 Montague street, Brooklyn, to 100 
East 42nd street, New York, consoli- 
dating with it the branch office formerly 
maintained by this agency at 522 Fifth 
avenue. The Wells & Connell agency 
will remain in its present location at 33 
Liberty street. 

The Tunmore Agency will maintain 
a branch office in Brooklyn at the 164 
Montague street address. The agency 


was established by Mr. Tunmore in 1912, I 


since which time it has steadily pro- 
gressed. In 1921 it won the Provident 
cup for the first “Best All Around Agen- 
cy Contest” based upon production and 
conservation. The agency will retain 
its present efficient personnel. 

Mr. Tunmore, having had more than 
30 years’ experience both in the home 
ofhce agency of the Provident and in 
general agency work, is well qualified 
to supervise the extensive business of 
an important metropolitan agency. He 
is the author of “The Art of Selling,” a 
former vice president of the Life Un- 


derwriters’ Association of New York 
and is well known in life insurance 
circles. 





Mellor & Allen in New Quarters 


Mellor & Allen of Philadelphia moved 
this week from their old quarters at 
4th and Chestnut streets to the new 
1500 Walnut street building. The new 
structure is not fully completed as yet 
but work was rushed on the eighth floor 
so that Mellor & Allen could move in 
as the first tenants of Philadelphia's 
newest office building. 





Managers’ School at Pittsburgh 


An enrollment of 56 attended a short 
course in agency management directed 
by John Marshall Holcombe, Jr., of the 
Life Insurance Sales Research Bureau 
at Pittsburgh. The agencies committee 
of the Pittsburgh Life Underwriters 
Association sponsored the school and 
the committee appointed by W. S. Stim- 
mel, chairman of the agencies commit- 
tee, _to take charge of arrangements 
consisted of John T. Shirley, chairman 
William M. Duff, T. W. Pomeroy an 
Frank A. Wesley. 





O’Connor Joins Eubank 


R. Page O'Connor has joined the life 
department of Johnson & Higgins under 
Gerald A. Eubank, to succeed E. H 
Dooling, who leaves the first of the 
month to assume the management of the 
Chicago life department of the organ 
zation. Mr. O’Connor will devote his 
time to inside development work. He 
comes from the west coast, but comes @! 
the request of Mr. Eubank who has 
known him for some time and started i 
the business with his brother 15 years 
ago. Mr. Eubank and W. B. O'Connor 
started with the Connecticut Mutua 
in Baltimore 15 vears ago. The elder 
Mr. O’Connor is now general agent lor 
the John Hancock Mutual Life and ® 
Page O’Connor has been in the ordinary 
department at San Francisco with his 
brother for the past 3™ vears. 





Hadley Visits Eastern Agencies 


B. F. Hadley, vice-president of ' 
Equitable Life of Towa. attended a meet 
ing in Boston of all New England get 
eral agents and managers of the com 
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pany the past week. Upon the return 


journey he attended the dinner at the 
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Harrisburg, Pa., agency given in recog- 


nition of its March production. 
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APPLICATION IS QUESTIONED 


Whether Policy Was Secured by Fraud 
or Not for Jury to 


Decide 
In Boos vs. Mutual Life, Supreme 
Court of Iowa, 216 N. W. 50, an action 
was brought to recover upon a policy. 


The defendant denied liability on the 
ground that the insured had been guilty 
of fraud because he gave false answers 
to questions propounded to him in the 
application. 

fhe evidence tended to show that the 
insured falsely stated that he had never 
taken a cure for alcohol or drink habit 
and that he had never been in any 
hospital for treatment or observation. 
There was evidence to the effect that 
prior to this time the insured had been 
committed to the inebriate hospital by 
the district court. 

The evidence further tended to show 
that the examining physician had been 
acquainted with the insured for 20 years. 
The physician testified that he did not 
know that the insured had been treated 
for the liquor habit in the inebriate 
asylum at the time the certificate was 
signed. 

On these facts the trial court directed 
a verdict in favor of the defendant. 
This on the ground that the evidence, 
showed as a matter of law that the 
certificate of the examining physician 
was obtained by fraud. The plaintiff 
appealed, and the higher court in re- 
viewing the record, and in reversing the 
judgment rendered thereon, said: 

“We have carefully read the trans- 
cript of this witness’ testimony, and he 
nowhere states that he would not have 
recommended the applicant for insur- 
ance if he had known the true facts. 

“He testified that there was nothing 
in the appearance or physical condition 
of the applicant to indicate that he had 
taken the cure for the liquor habit. It 
was for the jury to say whether or not, 
if truthful answers had been made to 
the question, a different certificate 
would have been issued. The witness 
repeatedly said that the answers, if 
truly made, would have shown on the 
application, and this would have put it 
up to the company to determine the ad- 
visability of accepting the risk.” 


EXPECT BIG ATTENDANCE AT 
NEBRASKA INSURANCE DAY 


The insurance subdivision of the Lin- 
coln chamber of commerce has sent out 
3,000 invitations to insurance men in 


held by Nebraska companies. New busi- 


000,000, of which Nebraska companies 
wrote $31,000,000. Ceased insurance 
dropped from $69,000,000 to $47,000,000, 
Mutual legal reserve life companies in- 
creased insurance in force from $450.- 
000,000 to $478,000,000, while ceased in- 
surance increased from $54,000,000 to 
$64,000,000, largely in group policies. 
Fraternals wrote $17,956,000, a million 
and a third more; ceased insurance was 
$20,000,000 as against $19,000,000 in 
1926, while insurance in force decreased 
from $226,000,000 to $212,000,000. 


New Plan for College Endowment 


The executive board of Doane college 
at Crete, Neb., has launched a plan to 
add $500,000 to its endowment by offer- 
ing persons who will loan money to it 
without interest double the amount in 
life insurance coverage. The college has 
contracted with the Mutual Life of New 
York for a blanket policy for $7,000,000 
to carry out the transaction. 


Given Unusual Party 


An unusual birthday party was given 
to Albert E. Mielenz, general agent for 
the Aetna Life at Milwaukee, by his 
agency force on April 24. Mr. Mielenz 
is visiting on the Pacific Coast and was 
in Portland on his birthday. The agency 
force sent a number of telegrams and 
congratulatory messages to him, telling 
of the special drive which was put on 
for him in honor of his birthday and 
the results of it. 


Grange Life Expands 


Grange Life of Lansing is soon to ex- 
pand its operations outside of Michigan 
for the first time, application has been 
made for a certificate of authority in 
Ohio and preliminary arrangements have 
been made for appointing a representa- 
tive of the company at Columbus. Pres- 
ident N. P. Hull, W. D. Byrum, agency 
manager, and W. O. Menge, actuary, vis- 
ited Columbus during the past week to 
confer with officials of the Ohio depart- 
ment in regard to licensing. 





Travelers Iowa Meeting 


More than 100 agents of the Travelers 
were in session in Des Moines at the 
week end for a sales conference. Agents 
from throughout the state were in at- 
tendance. Carl F. Whitehouse, manager 
of the casualty department, presided at 
the first session, which was devoted en- 
tirely to automobile insurance. At the 
next session which was devoted to a dis- 
cusion of agency development, Ben H. 





Various lines in the state for the cele- 
ration of Nebraska Insurance Day, 
May 18. Omaha’s chamber has guar- 
anteed the attendance of 150 from that 
city. C. J. Doyle, assistant general 
counsel for the National Board of Fire 
Underwriters, has been added to the 
y : speakers for the day, making six 
N all. 

The others are: H. P. Janisch, Chi- | 


nee manager and general counsel 
qmerican Mutual Alliance. Henry 
Swit Ives, Chicago, vice-president 


Casualty Information Clearing House, 
Claris Adams, St. Louis, secretary and 
eneral counsel American Life Conven- 
tion. James Victor Barry, New York, 
vice-president of Metropolitan Life. 
John R. Dumont, Nebraska insurance 
Frank T. B. Martin of 
maha, will act as toastmaster at the 
anquet, 


commissioner. 


Nebraska Reports 1927 Business 


bra gcording to the report of the Ne- 
ao amtanee department stock legal 
leon te companies increased their 
Sse ss in force from $372,000,000 to 

000,000, being 


nearly half of this 


Groves of Cedar Rapids presided. John 
G. Phillips of the life and accident de- 
partment, Earl H. Jorgensen of the 
home office and Mr. Whitehouse, par- 
ticipated in the discussion. 





Penn Mutual in Kansas 


The Kansas recapitulation sheet show- 
ing the business of the Penn Mutual 
Life was used by the compilers as giv- 
ing the information as to new business 
for companies in Kansas last year. The 
new business was $1,465,606 for 
company in Kansas last year. 


Weeding Out Weak Companies 


The Kansas insurance code, which has | 
been in effect nearly a year, is having | 


at least one desired effect. The weak 


life insurance companies are gradually | 


dropping out of the state and not renew- 
ing their applications for certificates. 
The new code was designed to strengthen 
the insurance business in the state and 
it is believed that it is going to do it. 
Under the old law there was no speci- 
fic requirement of surplus. Several 
small life companies from other states 
have advised the Kansas department 


ness increased from $68,000,000 to $77,- 
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Come to 
California 


Where ideal road and climatic con- 
ditions enable you to work in 


comfort every day in the year; 
where you and your family will 


be happy in achieving; where life 
is at its best. 


Direct Home Office Contract, with 
full liberal commission. 


We have excellent openings just now 
for upstanding men of good 
character who want to build for 
their future. 


For full information write 


J. ROY KRUSE, President 


CALIFORNIA STATE LIFE 
Insurance Company 
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With three years of such highly satisfactory service 
that leading Life Underwriters everywhere are using it 
and many Life Insurance Schools have adopted it as 
standard—the Dallwig Record has been simplified and 
standardized to meet the requirements of agents for 
any company. The standard outfit is an attractive ad- 
dition to your desk; the last word in efficient records 
and quick service; and at a price within the reach of 
every life insurance salesman 


For information ask The National Underwriter Co. Salesman in 


Why Experiment—Use the Standardized 


DALLWIG Coximission RECORD 








WENEN C GATES 


The Dallwig Record is more than a “Policy Regis- 
ter’’—it is a complete record of your LAfe Insurance 
business with no duplication of effort. Each sheet is 
automatically a recapitulation of all preceding written 
business 

The binder is specially designed to meet the re- 
quirements of a permanent Record. It is a Center Lock 
Sectional Post Binder and bound in full imitation 
brown leather with gold stamping, including yeur ews 
name in gold on the front cover as illustrated. 


your territory or write direct to 


P. G. DALLWIG 


2300 Bankers Bidg., 105 W. Adams St., Chicago, Ill. 
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they would not seek reentry into Kansas 
because they could not expect to comply 
with the requirements of the law when 
it came time to renew the licenses. 


North Dakota 1927 Business 


Insurance totalling $47,869,839 as writ- 
ten on the lives of North Dakotans in 
1927, figures compiled by the state in- 
surance department show. This brought 
the insurance in force in the state to 
$255,104,369. Policies lapsed as discon- 
tinued totaled $33,606,530. 





Club Completes Year’s Work 


The Life Insurance General Agents’ 
Club of St. Paul has rounded out a year 
ef activities and so the meeting this week 
was given over to a round table discus- 
sion in which all those present were in- 
vited to take part. 

There was no regular speaker and no 





definite topic. President H. C. Martens 
desired to learn the wishes of the mem- 
bers regarding the work for the year 
ahead so that program could be arranged 
accordingly. 





Midwest Agency Meeting 


The midwest agency men of the Prov- 
ident Mutual Life held a two-day con- 
vention at Des Moines last week. 
Among those from the home office in at- 
tendance were M. Albert Linton, vice- 
president; Willard Ewing, assistant 
manager of agencies, and J. Stinson Scott 
of the agency department. 

The agencies of the Provident Mutual 
which were represented at the conven- 
tion were Omaha, Kansas City, Daven- 
port, Sioux City, St. Louis, Wichita and 
Des Moines. About 75 agents from 
those cities were present for the entire 
session. 
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TO HOLD COMBINED MEETING 





Life Underwriters and Insurance Agents 
to Discuss Plan for Combining 
Insurance Interests 





NASHVILLE, April 25.—The Ten- 
nessee Life Underwriters Association 
will hold a meeting at Nashville on 
April 27. One of its unique features 
will be the attendance of members of 
the Tennessee Association of Insurance 
Agents. George A. Caldwell of Knox- 
ville, president of the latter organization, 
will be the principal speaker at this 
meeting and an effort will be started to 
eventually combine and define the insur- 
ance interests of the state. By “define” 
is meant that there are those who think 
the different interests should be com- 
bined and that each agent should be a 
specialist in one of the insurance lines: 
It is not intended to limit any man or 
woman’s production to any single class, 
but those interested in the movement 
think that an agent should be either a 
life, fire, casualty or surety specialist 
with the exception of some side or spe- 
cial lines, such as rain. Agents will so- 
licit only such lines as they are specially 
qualified for and will place any other 
lines they happen to come upon with the 
bona fide writer of those lines, say as a 
broker. At any rate there is a necessity 
of a combination from many other 
standpoints, as contended by those hav- 
ing the matter in hand, and it would 
be at least an innovation. Robert C. 
Webster is the president of the life un- 








derwriters, and also general agent of the 
Equitable Life of Iowa. 


MUTUAL LIFE ATLANTA MEET 








Field Club Holds Important Conference 
With 50 Field Men from Over 
State in Attendance 





ATLANTA, April 26.—“The Value of 
Definite Program” formed the topic of 
the annual agency conference of the 
Mutual Life of New York, presided over 
by Walter T. Lawton, manager for the 
Atlanta district, and attended by ap- 
proximately 50 agents from all parts of 
the state. 

D. H. Perryman, taking as his topic 
“A Definite Program for the Day,” 
emphasized the necessity for planning 
the day’s work. 

L. J. Silverthorne of the Northwest- 
ern Mutual Life spoke on “Presenting 
a Definite Program to the Prospect.” 

“Don’t leave the idea with a prospect 
that you are trying to put something 
over on him,” warned Mr. Silverthorne. 
“And don’t try to sell a man too hard. 
Nothing arouses all the opposition a 
prospect has so much as to have an in- 
surance agent try to sell him something 
—get his name on the famous ‘dotted 
line.’ It is far better to study each pros- 
pect with regards to the insurance he 
is carrying and ought to carry—then 
present a definite program and allow him 
to sell it to himself.” 

Frank H. Levell of Memphis, Tenn., 











spoke on “Survival Values in a Definite 


Program.” “There are,” said he, “three 
classes of insurance agents; those below 
the average, those that are average, and 
those above the average. And those 
who are above the average are almost 
invariably those who have a sense of 
‘survival values.’ They have what we 
call the ‘far vision.’ They realize that 
a day is but a unit of time amidst etern- 
ity. They are building, not for today, 
but for the future; not for themselves 
alone, but for posterity.” 

Arthur Griffith told of the cash value 
of geniality to the agent and Hanson 
McNamara outlined a few of the advan- 
tages of leaving dividends with the com- 
pany. 

C. J. Currie was elected president of 
the Field Club, succeeding John S. 
Cowles; O. T. Chapman, vice-president; 
E. J. Pace, second vice-president, and 
Miss Helen Shaw, secretary. Governor 
Hardman of Georgia was the guest of 
honor at the banquet. Cooperation be- 
tween banks and insurance companies 
was discussed by J. K. Ottley, presi- 
dent of the Fourth National Bank, and 
Harold F. Pelham, vice-president of the 
Citizens & Southern Bank. 





Organizing Stonewall Life 


The Stonewall Life of Vicksburg, 
Miss., is being organized, with author- 
ized capital of $500,000 and surplus of 
like amount. The company will start 
writing business as soon as $50,000 cap- 
ital and like surplus is paid in, the addi- 
tional investment to be secured later. 
Incorporators are Neil Callahan, W. G. 
Paxton, Dr. B. B. Martin, J. A. Hen- 
nessey, J. F. Jones, A. A. Weille, S. L. 
Switzer, H. D Yoste, A. J. Martin and 
J. K. Hirsch. 





Speaks Twice at Atlanta 


Mansur B. Oakes, president of the In- 
surance Research & Review Service, 
Indianapolis, was the guest and princi- 
pal speaker for two groups of Atlanta 
insurance men last week. He spoke 
before agents of the Sun Life of Canada, 
as the guest of J. T. Wilson, Atlanta 
manager. At noon he spoke before the 
Atlanta Association of Life Under- 
writers on “Automatic Success.” 





Agents Honor Tom Poynor 


The agents of the Southern Union 
Life of Fort Worth, Tex., are honoring 
Vice-president and Agency Manager 
Tom Poynor during April. Mr. Poynor 
is a big factor in the Southern Union. 
He is a hard worker, a good mixer and 
the agents are for him heart and soul. 
He and J. L. Mistrot, the president, are 
the leading figures in this popular in- 
stitution. The Southern Union Life took 


over the Fort Worth Life in 1924. The 
two companies were consolidated with 
the home office at Fort Worth. Since 
that time the business in force has in- 
creased about 50 percent. The Southern 
Union Life will erect a home office 
building in the center of the Fort Worth 
business district. The site at 7th and 
Houston streets has been acquired. The 
quota for April is $2,500,000 in Mr. Poy- 
nor’s honor. 

R. F. Poynor, familiarly known as 
“Dick” has been elected agency secre- 
tary of the company. He carried a 
rate book in the field for 15 years. He 
understands the problems of the agents, 





Leaders Get Havana Trip 


Twenty-five of the leading producers 
of the Life Insurance Company of Vir- 
ginia were given a trip to Havana last 
week by the company in recognition of 
their record for the past year. 





Life Insurance Trust Meeting 


A banquet was given in Oklahoma 
City by the Security National, Liberty 
National and American First National 
Banks with life insurance men as special 
guests. The banquet was planned for 
the purpose of acquainting life insur- 
ance salesmen and the business men of 
Oklahoma City with the co-relation of 
life insurance and trust matters. J. A. 
Whitmore, agency supervisor of the 
Phoenix Mutual Life, made the key 
address, explaining the functioning of 
the safety and security of banks and 
trust companies, 





Jefferson Standard State Meeting 


Julian Price, president; W. T. O’Don- 
ohue, vice-president, and Alvin T. Haley, 
sales promotion manager of the Jeffer- 
son Standard Life, attended a state 
agency meeting in Little Rock last 
week, with 25 Arkansas agents present. 
President Price said the company had 
made a gain in paid-for business of 
$3,450,000 the first quarter of this year 
compared with the same period last year. 
State Agents Paul Remmel and John H. 
Greene were in charge. 





Southwestern Life’s Record 


The Southwestern Life of Dallas, Tex. 
at the close of the year had insurance 
in force, $218,287,405, including group. 
This places the company in the 46th po- 
sition instead of the 48th as was given 
in a recent list. 





Joseph Baldwin, assistant examiner in 
the Virginia department, is acting chief 
examiner, pending selection of a succes- 
sor to Claire O. Evans, who resigned that 
position recently to go with the Life In- 





surance Company of Virginia. 
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THE GUARDIAN LIFE INSURANCE COMPANY of AMERICA 
50 UNION SQUARE “The Company that Guards and Serves’? NEW YORK CITY 








A Striking Record of Progress 


The extent to which MODERN LIFE INSURANCE 
SERVICE is finding a place in the life of the 
American people is clearly reflected in the 
Guardian’s striking record of progress in 
recent years. 





An interesting and comprehensive survey of The Guardian’s 
growth during the current decade is shown graphically in the 
Company’s Sixty-eighth Annual Statement. 
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CAN’T CHANGE BENEFICIARY 





Settlement Originally on Mother Who 
Pays Premiums—No Option for 
Changing Designation 





In Denike vs. Metropolitan Life, dis- 
trict court of appeals, first division, 
Calif. 261 Pac. 322, one Denike took 
out a policy and named his mother as 
beneficiary. It contained no provision 
for changing the beneficiary at thé op- 
tion of the insured, except in the event 
of the death of the beneficiary. The 
named beneficiary retained possession 
of the policy and paid premiums for 
10 years. 

At this time the insured married, and 
then wrote the company requesting that 
the policy be changed by substituting 
his wife as beneficiary. The company 
declined to make this change without 
the consent of the named beneficiary 
and the latter declined to give her con- 
sent. 

Thereafter upon the death of the in- 
sured, the named beneficiary and the 
wife both claimed the proceeds of the 
policy. The company paid the amount 
to the court, and the action as to it 
was dismissed. The trial resulted in 
a judgment in favor of the wife. On 
appeal the higher court in reviewing 
the record and in reversing this judg- 
ment, said: 

“If the insurance policy specifically 
reserves to the insured the right to 
change the beneficiary, this may be done 
without the consent of the beneficiary 
named in the policy, for under such cir- 
cumstances the beneficiary secures no 
vested rights. . . 

“But m an ordinary life insurance 
policy which contains no reservation 
authorizing the insured to substitute 
beneficiaries, this may not be done 
without the consent of the beneficiary 
named in the policy, who, by the very 
designation as beneficiary, acquires a 
vested right in the policy. . .. 

“In this case, the mother acquired 
both a legal and an equitable interest 
in the policy; having been originally 
named as beneficiary, and by the subse- 
quent payment of premiums for a pe- 
riod of 10 years. Since the policy made 
no provision for changing the bene- 
ficiary, appellant could not be divested 
of her interest in the policy without her 
consent.” 





Peoria Life Meeting 


A group of home office executives of 
the Peoria Life, including President Em- 


mett C. May, Vice-President Walter E. 
May and Dr. W. A. Sausey, medical 
director, attended a Pacific Coast confer- 
ence of the company’s field organiza- 
tion in Los Angeles last week. Approxi- 
mately 70 members of the agency force 
from the California and Oregon field 
were present at the meeting, which cel- 
ebrated the successful drive for business 
by Peoria Life representatives in March. 





L. A. Spalding Visits Agencies 


L. A. Spalding, superintendent of 
agencies of the Manufacturers’ Life of 
Canada, has returned to the Pacific Coast 
from an agency visit to Hawaii and is 
spending several days in Los Angeles 
in connection with the contemplated 
opening in this city of a branch office 
for the supervision of southern Califor- 
nia business. Before returning to his 
head office, Mr. Spalding expects to go 
to San Francisco for a conference with 
the northern California agency. 





Divisional Office in Denver 


The Sun Life of Canada, which re- 
cently took over the Western Union 
Life, has opened a divisional office in 
the Midland Savings building, Denver. 
A. E. Keithley is the district manager. 





Conclude Colorado Essay Contest 


Announcement of winners in a state- 
wide essay contest conducted by the 
Parent-Teacher Association of Colorado 
and the Colorado Association of Life 
Underwriters was made public the past 
week. Dick Ripple of Bear Creek con- 
solidated school won the first prize of 
$75 on the assigned subject, “Thrift 
Through Life Insurance.” Vallie Law- 
rence, Delta high school, was awarded 
the second prize of $50, and Margaret 
Winston, Pueblo, won the third prize of 
25. The three prize-winning essays 
were broadcast from a Denver radio 
broadcasting station. 





Rathbone Now In Charge 


C. S. Rathbone has taken charge of 
the Sacramento office of the Western 
States Life. He succeeds James Keane, 
who has been transferred. Mr. Rathbone 
started as a producing agent in the 
Fresno district. Later he was trans- 
ferred to Hawaii to superintend the life 
insurance department of the Home In- 
surance Company, the island represen- 
tatives of the Western States Life. He 





returned to the states in March of this 
year. 
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POLICY FOR SELF INSURERS 





General Agency of the Federal Life is 
Established at Cincinnati to 
Supplement Compensation 





H. D. Martin has established a gen- 
eral agency in Cincinnati to market 
through agents a special group accident 
Policy which will be written by the Fed- 
eral Life. The design of the policy is 
to furnish protection to self insurers 
under the workmen’s compensation law, 
the policy paying a maximum of $2,000 for 
eath and covering about one-half of the 
workmen’s compensation indemnities 
Payable under the state laws. The pol- 
Icy 1s to be sold at $2.40 per $100 of 
Payroll. The general agency will begin 
perations in Kentucky. The policy is 
to be sold to coal operators, lumber 
Plants, clay and brick plants, quarries 
and other manufacturing establishments. 
. Hollis, a well known insurance 
man of Louisville, will be a special agent 








representing the general agency. H. H. 
Rujledge of Cincinnati will serve as en- 
gineer for the general agency to give 
special service to clients. After estab- 
lishing itself in Kentucky, the general 
agency expects to extend its operations 
to other states. 


TITLE GUARANTY TO EXPAND 








Detroit Company Drops Plans for Mer- 
ger with Michigan Life—Will In- 
crease Capital and Enter New States 





DETROIT, April 25.—At a special 
meeting of the directors of the Title 
Guaranty & Casualty of Detroit it was 
decided to increase its capital in excess 
of $100,000. It was previously reported 
that the company would merge with the 
Michigan but plans to enter other states 
recently licensed by the Michigan de- 
partment. At this meeting however, it 
was definitely decided upon to recall the 
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th YEAR of 
BUSINESS 


Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
December 31, 1927 
Total Insurance in Force, over $2,764,000,000 
Total Number of Policies 6,253,908 

This insurance is backed by a Sinking Fund prescribed by 
statute amounting to $383,689,508.00. This fund is the legal 
Reserve. 

The other reserves carried by the Company on December 31, 
1927, brought up its Definitely Allocated Liabilities to the total of 
$415,000,775.15. 

This includes a reserve of $16,654,587.95 for policyholders’ 
Dividends to be paid or credited in 1928, 

To cover these liabilities the Company owned and held on 
December 31, 1927, bonds, mortgages, and other property valued 
at $451,006,878.49, thus showing a Surplus of resources amounting 
to $36,006,163.34. 

This Surplus is to provide against asset depreciation, epidemic 
visitation, or other emergency. 


greatest year’s record in the Company’s history. 
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For further information address 
INQUIRY BUREAU, 197 Clarendon St., Boston, Mass. 


-—_—_—_——SIXTY-FIFTH YEAR OF BUSINESS 





The New Insurance paid for in 1927 was $524,797,698.00, the 




















—1927— 


NOTABLE GAIN 
IN ASSETS 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 
1927. 

The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 
1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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fo make way for"more’extensive opera- 
tion. 

The company is now licensed only in 
Michigan but plans to enter other states 
as rapidly as possible. It was incorpor- 
ated in 1919 and started writing business 
the latter part of 1923. It issues a broad 
coverage health and accident policy, as 
well as a special automobile and travel 
accident policy, saleable to men or 
women. 

Officers and directors of the company 
are: Thomas G, Baillie, Detroit, presi- 
dent; Richard Quayle, Gwinn, Mich., 
vice-president; Emil Kraus, Grayling. 
Mich., secretary-tréasurer; Albert O. 
Isaac, Detroit, assistant secretary- -treas- 


urer; S. B. Ardis, Grand Haven, Mich., 
and John Lake, Petoskey, Mich., di- 
rectors. 





Virginia Agent to Appeal Case 


A. F. Dodd, insurance agent, Emporia, 


Va., and his wife, who won a verdict of 
$15,000 against the Union Indemnity of 
New Orleans in the United States dis- 
trict court at Richmond, Va., only to 
have it reversed by the court of appeals, 
are planning to appeal to the United 
States Supreme Court. Mr. Dodd carried 
a $30,000 accident policy in the Union 
Indemnity, He and his wife, who was 
beneficiary under the policy, sued for 
$15,000 for loss of his right foot, which 
was amputated March 9%, 1926. He claimed 


that the injury to his foot resulted from 
accidental discharge of a shotgun. The 
company resisted payment on the ground 


that the gun was not discharged acci- 
dentally. It also pleaded that in taking 
out the policy he withheld information 
that the Employers Liability had pre- 
viously cancelled a polley carried. by 
him after paying several claims under 
it. Dodd was an agent for the Union 
Indemnity when he took out the policy 


issued by it. 


Covered 72 Hours for 1 Cent 


As an advertising proposition, the 
Richfleld Oil Company of California is 
putting out a special travel accident 


Federal Life of Chi- 
72 hours and 
are issued 


Richfield 


policy 
cago, 
costing 1 cent. 
at all service 
Oil Company. 


issued by the 
covering a period of 
These policies 
stations of the 





Home Beneficial Expands 


The Richmond, Va., district office of 
the Home Beneficial has just occupied 
its new home at 904 East Broad street, 
adjoining the home office building of the 
company. The new building is three 
stories in height and has approximately 
10,000 square feet of floor space. Ex- 
pansion of business made it necessary 
for the company to provide a separate 
building for its district office. 

The company writes sick benefit, ordi- 


nary life and all forms of industrial life 


Organized 29 years ago, it started out 
writing only sick benefit. A few years 
later it branched out into the industrial 
life field. Three years ago it added ordi- 
nary life to its lines, It has since been 
writing this line at the rate of about 
$1,000,000 a vear. The company operates 
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in Virginia, Maryland, District of Colum- 
bia and Tennessee, and is now contem- 
plating entering other states. 


National L. & A. Promotions 


T. E. Brenan of New Orleans No. 2, 
B. S. Allen of Houston No. 1, O. D. Faulk- 
ner of Houston No. 2, H. P, Colburn of 
Chicago No. 2, and O. Saunders of Kan- 
sas City have been promoted to super- 
intendencies in their respective districts 
by the National Life & Accident. D. E. 
Durham of Beaumont, Tex., has been pro- 
moted to a superintendency in Abilene. 


Kansas Company in Receivership 


The Reserve Life & Accident of Ar- 
kansas City, Kan., is now in the hands 
of a receiver. The business is to be rein- 
sured and the assets sold. The company 


was organized in Topeka as an accident 
and burial organization several years 
ago. It was moved to Arkansas City about 


three years ago, Shortly thereafter finan- 
cial promoters took hold and ever since it 
has been in trouble. Some months ago an 
examination revealed insufficient surplus 
and the Kansas department prohibited 
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the writing of additional business until 
the impairment was removed. The dead- 
line was set for April 12 but the com- 
pany’s officials failed to raise the money 
necessary to comply with the department 
orders and the receivership was agreed 





upon as the best way to ‘liquidate the 
company. 
Reynolds With Bankers 

L. M. Reynolds, who for nine years 
was general agent for the Interstate 
Business Men's of Des Moines in Ken- 
tucky, has joined the forces of the 
Bankers Health & Accident at Houston, 


Tex., as special field representative. 


E. T. Mohan Advanced 


In line with the development of its 
claim service on a regional basis, the 
Pacific Mutual Life has opened a zone 


claim office in St. Louis, under the super- 
vision of FE, T. Mohan, formerly of the 
Chicago office. Mr. Mohan is a law grad- 
uate and has had five years of extensive 
experience with the Pacific Mutual and 
its claim organization. 








NEWS OF THE 


FRATERNALS 








FRATERNAL | HELD NOT LIABLE 


Although Local Clerk Knew of Hazar- 
dous Occupation Nebraska Court 
Denies Organization’s Liability 


Local representatives of fraternals 
have no legal power to waive the in- 
eligibility of applicants engaged in pro- 
liibited occupations, says the Nebraska 
Supreme Court, reversing the district 
court in the case of Watkins vs. Modern 
Woodmen of America, and relieving the 


erder of liability on a $2,000 policy on | 


the life of a youth who worked as a line- 
man to help finance his way through 
college. In his application he gave “stu- 
dent” as his occupation, but told the 
local clerk of his work as a lineman. 
This information was never conveyed to 
the head clerk, who issued the certificate 
believing him to be a student and having 
no reason to regard him as a lineman. 


Killed by Electricity 
The lad was killed by an electric shock 
while at work, but the court says that 
the fraternal would have been liable only 


and motorcycle racers, gas well shooters, 
brakemen and professional acrobats. 


Form Iowa Fraternal Congress 


The organization of the Hawkeye State 
Fraternal Congress was effected at a 
meeting of 13 fraternals in Des Moines. 
The congress will be an auxiliary of 
the National Fraternal Congress and 
will include in its membership all fra- 
ternals doing business in Iowa which 
are eligible to membership in the Na- 
tional Congress. The first convention 
will be held in Des Moines next Octo- 
ber. The officers are H. W. Pitkin, Des 
Moines, president; S. S. Burgin, Cedar 
Rapids, vice-president; Mrs. Etta Bran- 
son, Spirit Lake, vice-president; Harmon 
R. Taylor, Cedar Rapids, secretary-treas- 
urer. The executive committee is com- 
posed of L. J. Kaspar, Cedar Rapids; 
L. R. Ogden, Council Bluffs; F, P. Hage- 
mann, Waverly, and Rev. C. B. Goet- 
zinger, Fort Madison. 


Insurable Interest Case 


Plaintiff in error is not an insurance 
company, but the same principle of pub- 


| lic policy applies to its certificates and 


if death had come from some cause out- | 
side the prohibited occupational list. The | 


fact that the order accepted his dues does 
not estop it from denying liability. If 
such a practice as was followed in the 
case prevailed, says the court, the doors 
would be open to deals with friendly 
local clerks so that a fraternal would 
find itself insuring the lives of steeple 
climbers, submarine divers, circus riders, 
handlers of high explosives, motor boat 


contracts. The member, acting in his 
own behalf and voluntarily, may make 
such provisions of charity for his widow 
and orphans or next of kin as he may 
desire to make, but when others, with- 
out his knowledge or consent, undertake 
to direct his charities, based upon the 
period of his life in which their only 
interest welcomes a speedy death and 
their enjoyment of his involuntary 
bounty, such contracts are mere wagers 
and gambling contracts and void at their 
inception. Held that defendant in er- 


|! ror did not establish that William Gray 


ever became a member of said corpora- 








and the certificate 


issued consti. 
tuted a mere wager and gambling con. 
tract and was void at its inception. Un. 
der the proofs submitted, defendant jp 


tion, 


error in any event was not entitled to 
recover any greater sum than he hag 
paid in to said corporation. Gray vs, 
North America Mutual Union, App. Ct, 
Ill, 3rd Dist. 


To Have Cincinnati Office 


_Cincinnati is to have a branch office 
of the new Union Labor Life of Wash- 
ington, of which Matthew Woll, vice- 
president of the American Federation of 
Labor, is president. 


Clarence J. Daly, president of the Capi- 
tol Life of Denver, has been reelected 
a director of the Denver Chamber of 
Commerce. 








WITH INDUSTRIAL MEN 














WESTERN & SOUTHERN NEWS 





Extraordinary Record as to Number of 
Policies Issued to Members of 
One Family 





On Sept. 24, 1900, the Western & South. 
ern Life issued a policy on Walter Hitch- 


ings and Sarah Hitchings of Nelsonville 
oO. Since that date there have been 
issued on them five other policies at 
various times. All of these are now in 
force. There have been issued on the 
lives of their sons and daughters, and 
their wives and husbands, 15 policies 
On the lives of their grandchildren and 
great grandchildren the Western & 


all 
One family 
two or- 


Southern Life has issued 25 policies, 
of which are now in force. 
has 47 industrial policies and 
dinaries. 

Former 
has been 


Ordinary Instructor W. B. Cox 
appointed superintendent of 
the Columbus, Ind., district. 

George J. Binz has been promoted 
from supervisor to superintendent of the 
East St. Louis district. Another former 
supervisor, G. H. Hampton, has _ been 
placed in charge of the St, Louis West 
district. 

The company’s ordinary leaders for 
the year are: Superintendent J. J 
O’Leary, Chicago West district; Assist- 
ant Superintendent D. Fusco, Chicago 
West, and Agent H. W. Hufford, Hunt- 
ington. 

The leaders of the Western & South- 
enr Life in joint increase, ordinary and 
industrial, for the year ago: Superin- 
tendent H. W. Walters, Barberton, Ohlo; 
Assistant Superintendent H. K. Nunn, 
Peoria, Ill, and Agent H, W. Hufford, 
Huntington, W. Va. 

Agent P. J. Dugan of the Cleveland- 
Edgewater district entered the 20-year 
veterans class this month, and Superin- 
tendent C. J. Holloway, Richmond, Ind 
completed his 15th year in the company’s 
service. 

April 14 was the occasion of a celebra- 
tion of the 23rd anniversary of Superin- 








An 
OF NEW YORK” issued its first policy. 
plan started in America then and there. 


has an outstanding record. 





DAVID F. HOUSTON 
President 


34 NASSAU STREET 





Years of Life Insur- 
ance Ideals and Service e 


ideal became a reality when, on February Ist, 1843, 
The business of life insurance on the mutual 


Priority in its field is not the Company’s claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 

still prevail It aims at quality and to be highly honorable in all its dealings. 
In its relations with policyholders and their representatives THE MUTUAL LIFE 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


2nd Vice-President and Manager of Agencies 


“THE MUTUAL LIFE 





GEORGE K. SARGENT 
NEW YORK, N. Y. 











“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 


buyer of “‘Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. $1.56 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 


| 


—_ 





tive supervision. 


ably at work. Address— 





Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 


Important General Agency appointments are being 
made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 

Hugh D. Hart, Vice President 
The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia. Pa. 
Founded 1847 
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tendent J. D. Cassidy of the Cincinnati 
park district. A banquet was held, being 
attended by the representatives of the 
district, home office officials and visiting 
superintendents. The principal speakers 
were: President W. J. Williams, Vice- 
president c. F, Williams, and Secretary 
J. F. Ruehlmann. 


NEWS OF THE PRUDENTIAL 


Seme Men Out on the Firing Line 
Are Giving Good Account of 
Themselves. 


Rapid development of ability is being 
manifested in the instance of two agents 
of Division E of the Prudential, both 
with less than two years’ service. 
Cosimo A, Cutri of Erie, Pa., is 
the district in ordinary 
well represented in industrial. 
newcomer who has succeeded is Lewis S. 





leading | 
net issue, and is | 
Another 


LIFE 





to be welcomed is Assistant Superintend- 
ent John Henry Richters, who was pro- 
moted from an agency in the same dis- 
trict. He has been with the company 
since June 7, 1926. 

Assistant Superintendent John E. 
Wyman has been transferred to the 
Brooklyn No, 7 district from Pittsburgh 
No. 4. He started his acreer in Division 
B as an agent in the Brooklyn No. 5 dis- 


trict in November, 1909. He served the 
division in the capacity of agent and as- 
sistant superintendent in the Brooklyn 
No. 5, Flushing and Brooklyn No. 7 dis- 
tricts, until February, 1926, when he was 
transferred to the Pittsburgh territory 
He has returned to take charge of an 
assistancy in the Brooklyn No. 7 dis- 
trict. 

Agent J. K. Davidson of the Rochester 
No. 2 district, has been promoted to as- 
| sistant superintendent. 

Superintendent W. H. Joyce of the 
Buffalo No. 1 district, is to be congratu- 
lated upon his excellent industrial 
record, leading che division in this re- 
spect. 

Assistant Superintendent H. Civin of 
the Rochester No. 2 district, is leading 


Schell, Cumberland-Piedmont, W. Va. 
With only 16 months’ experience he 
closed 1927 as the leading agent in the | 
district in both industrial and ordinary. 


Domenico De Lucia has been promoted 
assistancy in the New Haven, 
He 


to an 


Conn., district. was appointed as an 
agent on July 14, 1919, and operated at 
Hamden, Conn. 

Albert Anderson of the Joliet, Ill, dis- 
trict, has entered Class “D” of the Pru- 
dential Old Guard. He began his serv- | 
ices with the company as an agent at 
Lockport, IIL, on April 14, 1908. 


During the last year the 
City district has made many changes 


its assistancy staff. The latest member 


Long Island | 
in | 


the division in industrial for 1928. 

Agent Harold D. Thompson of Coshoc- 
ton, Ohio, detached of the Zanesville dis- 
trict, is making a record which is a 
credit to himself and his district. From 
a jroduction standpoint he ranks well 
up among the Division F leaders in both 
branches. In the ordinary department 
he was awarded a sfiver merit button 
for 1927. 

Agent Martin B. 
apolis No, 2 district 
to assistant superintendent 
district, 


Fiske of the Minne- 
has been promoted 
of the same 
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UTAH AGENTS HOLD DEBATE 


Argue Merits of Life Insurance As An 
Investment—Zeus of Trav- 
elers Speaks 


SALT LAKE CITY, April 26.—A de- 
bate on the merits of life insurance from 
the standpoint of an investment, was the 


principal feature of the montlhy meeting | 


of the Utah association. 

Fred H. French, vice-president of the 
association, and general agent in 
Lake City for the Northwestern Mutual, 
presided. 

Jay E. Johnson, New York 
tormer president of the association, took 
the affirmative in the debate. He said 
life insurance as an investment must be 
sound because a California building and 


Life, 


loan company president, whom he 
named, had taken out one million of 
life insurance. He quoted a banker who 


had spoken highly of the merits of an 
endowment policy compared with gov- 
ernment securities. 


Insurance and Investment Differ 


Walter Payne, another former presi- 
dent of the association and assistant 
manager in Salt Lake City for the ordi- 
nary branch of the Prudential, took the 
negative. He analysed the meaning of 
the word Investment and showed how it 
differed from Insurance. He said that 
most people who insured their lives will 
tell you that they did so for the purpose 


of securing protection, not to invest 
money. He held that after a man has 
taken all the insurance he regards as 
necessary, he might as well put the bal- 
ance into some investment—as well as 
let an insurance company do it for him. 


No Decision Given 


No decision was made concerning the 
merits of the debaters. As a matter of 
fact, both contestants said they wer 
convinced that life insurance was a good 
Mmvestment! 


Salt | 











A short talk was made at the close 
o% the debate by Otto L. Zeus, assistant 
Superintendent of agencies, Travelers | 
of Hat tford, who was a guest at the 
Meeting, Mr. Zeus said that if life insur- 
ance salesmen would use the terms 
Which the bankers use and make the 


Prospect think in terms of loan, interest, 


Tepayment, ete., they would find it easier 


| May 17 


to put a sale across. He explained that 
most men are more familiar with the 
bankers’ terms than with the terms used 
by the life insurance man. He thought 
it would be a good plan to have the 
prospect regard the sum assured as a 
deferred loan and the premium paid as 
the interest. 

Los Angeles— The regular monthly 
luncheon meeting of the Los Angeles as- 
sociation was held Thursday. The prin- 
cipal listed speaker on the program was 


Lon J. Haddock, formerly a prominent 
local real estate operator, from which 
business he restired a few years ago 
in order to devote his time to literary 
work and the lecture platform as an ex- 
ponent of business psychology. Con- 
sideration given by the association to a 


by those members that 
attended the recent gathering at Sacra- 
mento at which a state association was 
formed, in the incorporation of which 
President Kellogg Van Winkle of the 
Los Angeles association was named vice- 
president and John H. Russell, prominent 
in the National association, was named 
as a member of the board of directors. 
Steps will be taken whereby members of 


report to be made 


the local association can become affil- 
iated with the state organization. 
ok ok * 

Oklahoma City—Relationship of the 
life agents to the volume of production 
was the subject of an address given by 
OO. Sam Cummings, city agency director 
of the Kansas City Life at the April 
meeting of the Oklahoma association. 
Stressing the advisability of conserva- 


time in the agent's work, the 
speaker wove his subject around the 
equation “Information plus inspiration 
plus perspiration equals consummation,” 
and showed that the desired result was 
bound to be attained if the first three 
ingredients were injected into the work 


tion of 


interesting address was 
given before the Lansing association last 
week by W. C. Otto, new secretary of 
the Lansing chamber of commerce. The 
ececasion was the annual “ladies night” 


Lansing—An 


of the association, featured by a dinner 
and an entertaining program. Glenn S&S. 
Kies, local manager of the Peoria Life 


chairman. 
* 


agency, was 


Baltimore-District of Columbia— 
“Every Day Underwriting,” has been 
adopted as the slogan of the 10 annual 


and Dis- 
held 


sales congress of the Baltimore 
trict of Columbia associations to be 
at Baltimore. 

Speakers already secured 
Harry J. Miller, vice-president 
Metropolitan Life; Russell King 
Manhattan Life and J. J. Elton 


include 
of the 
of the 
Brage 
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Citizens Na- 
Life began 
business 
1927, and 

and 

Dec. 

1927, $1,251,000.00 











is new— 
Get the success thrill! 





WANT A 


Thrill? 


, ae join the Citizens National—now, 


There is real satisfaction in belong- 
ing to an organization that has its 
And knowing 
that your cooperative efforts 


future ahead of it! 


valued and appreciated! 


you when each month 


another of 
success. 


If you are at present una affiliated 
with any other life insurance organ- 
ization why. not write us for the 


whole story? 


MME PINE 





NATIONAL LIFE INSURANCE CO. East St.Lovuts ILL. 





Ww HE 


J. G. BARDILL 
President 


GEORGE KABURECK 
See. ond Gen. Mor. 
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UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


1. Life 5000 Contrac 

2. Life Mon Income for ae risks. 

3. The best and most sub-standard facilities. 

4. Children’s tor Bausstionsl puspene Gram Age 1 dey to 16 years. 
S. Total and 


6. Ren ee, eeereelag dadi> the face of peltay te exes of eccitentel 


These and many other new and unique features make 


“The Columbia’ attractive to men. 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 











policies 





BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
at Houston, San Antonio, Amarillo and other points in the States. 
attractive first year and renewal commissions and exceptional line of 
If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, C 
Texas about May 1 and will arrange to see you personally, 


Calif., 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 


Los Angeles, California 
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NORTHWESTERN 
NATIONAL NEWS 


a 


This column contains 
condensed news items 
from the weekly news- 

aper published for 
[aadiumatenns National 
Life agents. 


oly 


Age Minimum 
is Lowered on 


Child’s Forms 


Two Endowment Contracts 
May Be Written Any 
Time After Birth 


Two modifications of Company un- 
derwriting rules have been made, lift- 
ing the bars which heretofore have 
prevented the writing of children un- 
der one year of age for the Child’s 
Educational Endowment Maturing at 
Age 18 and the 20 Year Child’s En- 
dowment policies. This broadening 
of the rules permits the writing of 
children from birth for either of 
these policies, placing them on the 
same plane in this respect as the non- 
participating Child’s 20 Payment 
Life policy. 


ll Kentuckians 


Get Instruction 


Whitesel Enthusiastic Over 
Newly-Appointed Louisville 
General Agency 











am 


Eleven members of the Snyder 
Brothers General Agency of Louis- 
ville, who were recently appointed 
state agents for Kentucky, attended 
an instructional school conducted 
from April 9 to 15 by R. E. White- 
sel, field supervisor. 


Agents Open Second 
Quarter with Good 
Gain Over Last Y ear 


While northern agencies took “time 
out” to dig themselves out of snow- 
banks that rivalled even those of the 
famous storm of last December, the 
Company’s field organization swept 
into the second half of spring's first 
month with a good gain in regular 
business over the same period a year 
ago. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis. Minn. 
STRONG . ve 


LIBERAL 








of the Union Central Life at Philadelphia. 

Besides these speakers, there will be 
a series of five 10-minute sales talks 
given by local agents, the best speaker 
on his subject to receive a prize. 

There will be a question box period, 
during which questions of general im- 
portance will be answered by local life 
insurance men well qualified to handle 
the most popular subjects. 

*x * 

Seattle, Wash.—Griffin M. Lovelace of 
the New York Life addressed the Seat- 
tle association at the April meeting and 
brought his usual inspiring message to 
the Puget sound writers. 

os 2 

Columbus, 0.—Frank E. McClure, or- 
ganizer and manager of a large auto- 
mobile plant at Akron, O., was the 
speaker at the monthly luncheon Thurs- 
day of the Columbus association. His 
subject was “The Psychology of Sales- 
manship.” 

*x* * * 

Davenport, Ia,—M. Albert Linton, vice- 
president of the Provident Mutual, dis- 
cussed “Life Insurance as an Investment” 
at the dinner meeting of the Davenport 
association last week, attended by 200 
members of the organization, their wives 
and guests. George Harding presided 
and C. A. Connor of the Provident Mu- 
tual office here, introduced Mr. Linton. 

* * * 

Pittsburgh—Under the auspices of the 
Pittsburgh association Nathaniel H. 
Seefurth of Chicago, president of the 
National Service Publications, a lawyer 
and specialist in corporation, probate 
and tax practice, spoke at a_ special 
meeting held at the Pittsburgh chamber 
of commerce April 16. Mr. Seefurth’s 


subject was “How to Write More Busi- 
ness Insurance on the Principles of 
Partnerships and Corporations. The 


was presented to the members 
association through the instru- 
mentality of Lee D. Hemingway of the 
Connecticut Mutual. In his address Mr. 
Seefruth touched making your proposals 
fit prospects; the function of life insur- 
ance; how to lay the foundation for a 
successful closing of the case; what to 
say to your prospects; suggestions for 
developing prospects. Mr. Seefurth’s ad- 
dress was detailed and highly interesting 
and informative. 

The Pittsburgh association is launch- 
ing a four week’s membership campaign 
to add 400 new members to the asso- 
ciation. The personal ald and coopera- 


lecture 
of the 


tion of every association member is 
being sought in order that the asso- 
ciation’s activities may expand with its 
membership. The membership commit- 
tee is composed of James A. Quinn, chair- 
man; Allan R, Dunn, John Edgecomb, 
Donald C. Hamilton, L. H. Malenfant and 
Frank C. Pierson. 
x * * 

New Castle, Pa.—C. Hugh Blair, mana- 
ger of the Pittsburgh agency of the 
Phoenix Mutual, addressed the regular 
monthly meeting of the New Castle 
branch of the Pittsburgh association. 
The presentation of the movie, “Vanish- 
ing Fortunes,” was also a feature of the 
evening. 

es 6 6 

Falls, Pa.— William Levis, 
burgess of Beaver Falls, Pa., often 
termed the “Will Rogers of Pennsyl- 
vania,” addressed the regular monthly 
meeting of the Beaver Valley branch of 
the Pittsburgh association. Mr. Levis 
was formerly a life underwriter. The 
Beaver Valley branch completed its or- 
ganization at the meeting with the ap- 
pointment of committees and the an- 
nouncement of its activiies for the com- 
ing year. 


Beaver 


*x* * * 

New Orleans—Mansur B. Oakes, of the 
Insurance Research & Review Service of 
Indianapolis, was the principal speaker 
before the April meeting of the New 
Orleans association. He talked on “Auto- 
matic Success.” Mr. Oakes also spoke 
before the representatives of the Pan- 
American Life Tuesday afternoon. 

* * * 

Seattle, Wash.—W ith 110 in attendance 
the association heard Griffin M. Lovelace, 
third vice-president of the New York 
Life, speak on “Use of Imagination in 
Selling.” Mr. Lovelace had been in 
Seattle several days conducting a train- 
ing course for his company. 

Mr. Lovelace discussed the use of 
imagination in selling, dividing its main 
results into three divisions. He said 
that an imaginative appeal helps to keep 
facts clear, holds attention, and helps to 


get action in closing. His talk was 
largely illustrated by references to 
specific imaginative appeals. 


x * x 
North Texas—Mansur B, Oakes, presi- 
dent of the Insurance Research & Re- 
view Service, spoke before a_ special 
meeting of the North Texas association 
Monday in Dallas. 











ANOTHER SUCCESSFUL 
SALES CONGRESS HELD 


(CONTINUED FROM PAGB 3) 
small hidden charge, the difference be- 
tween 5.11 and the dividend of 4.75. 

After Mr. Morrell had concluded his 
address, President Whatley said, “If 
we didn’t have to go on with this meet- 
ing I would call John Morrell back to a 
corner and have him go over my estate 
with me.” The next programmed fea- 
ture was the filming of “Vanishing For- 
tunes,” which is a strong argument for 
the trusteeing of life insurance. Fol- 
lowing the picture President Whatley 
announced that the Chicago Association 
is soon to publish a monthly sales 
organ, beginning probably with a May 
issue. The financing of the publication 
will be participated in by nine Chicago 
banking or trust institutions. Mr. 
Whatley announced that each of these 
institutions has announced that it will 
not advocate any company or any agent 
as against any other to prospects for 
trust business and will not permit any 
employe to share in any way in the 
compensation from the sale of life in- 
surance. None of the institutions is 
concerned with selling insurance. 


Life Salesmen Real Specialists 


Charles R. Holden, vice-president of 
the Union Trust and a member of the 
state commission to revise the Illinois 
banking laws, made a brief talk in 
which he said the life agents are the 
real specialists in the sale and conserva- 
tion of insurance. He emphasized the 
necessity for the sale of more business 
insurance, saying that unless one is in 
a bank dealing with credits, one can 
have little idea of the amount of “com- 
pletion” insurance that is needed by 
seekers for credit. To point the value 








of the banker as a proponent of the 





sale of more life insurance he asked, 
“When a man is apologetic to his 
banker for the amount of insurance he 
carries—or does not carry—hasn’t the 
banker a great chance to influence that 
man to buy an adequate amount?” 

E, J. Schellentrager, home office gen- 
eral agent of the Reliance Life of Pitts- 
burgh, followed Mr. Holden. He said 
he considered it of real significance 
that John Morrell, who was trained as 
a civil engineer, and himself, who was 
trained as an architect, should be on a 
life insurance sales congress program, 
since the life agent also is a builder— 
a builder of estates. 


War Establishes Life Values 


Mr. Schellentrager said that the war 
definitely established the value of a 
human life as a working unit. He added, 
however, that a program set up today 
will be useless 10 or 20 years from now 
becausé of the increase in the cost of 
living. He advised, therefore, that 
agents keep in contact with their clients 
in order that they may issue them more 
insurance as their needs become greater 
and their ability to purchase increases. 
The insurance profession of today, he 
said, has every facility that any other 
profession has and many that most pro- 
fessions have not. One of the greatest 
of these facilities, in his opinion, is the 
advice and counsel of trust companies. 

With reference to the proper use of 
time, Mr. Schellentrager said that many 
agents solicit people who have no need 
for insurance, bachelors, elderly couples, 
etc. “These people not only will not 
buy, but they cause the agent to become 
discouraged,” he said. “Avoid things 
that discourage you.” 


Kessinger Closes Morning Session 


Senator _H. C. Kessinger, chairman 
of. the Illinois senate insurance com- 
mittee, was the last speaker on the 








“A Man Can’t 
Fall Down with 
Your Company” 


.... Said one of our 
new Accident and 
Health Salesmen from 
the State of Michigan 
after he had been with 
our Company ... Two 
Weeks. 


“I’ve Heard About 


. 33 
Cooperation 


. . . « Said he also, but 
that wasall.... dur- 
ing the last few weeks 
I’ve seen that coopera- 
tion is not just a prom- 
ise wih your Company, 
and then... . 


“Your Accident & 
Health Policies 
Are Unbeatable” 


. . - « Of course, we 
like to hear statements 
such as the above, be- 
cause .... They are 
facts and we will .... 
Prove it to you. 


ABRAHAM LINCOLN LIFE 


INSURANCE COMPANY 


HB. HILL, President 
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F. M. FEFFER 
Vice-President & 5 ag 4 Director 
Abraham Lincoln e Insurance Co. 
Springfield, Dlinois. 
Dear Sir: . 

Will you kindly send me informatics 
regarding territory in: 
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Trust ComPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 





NEW YORK 














A Life Ingurance Trust furnishes 
the additional safeguard. 


YOU CREATE—WE CONSERVE. 
CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES 


“The Trust Company of the 
California Bank Group” 














THE 


PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds R. B. Upham 
PRESIDE 


VICE-PRESIDENT 


Floyd B. Weakly 
SECRETARY & TRUST OFFICER 














“T’ll Make Assurance Double Sure” 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 











ILLINOIS 


MARYLAND 




















LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 
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Northwest. Cornér 
Calvert and Redwood Streets 


BALTIMORE 


Robertson Griswold Vice President and Trust Officer 


NY 











CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 











MASSACHUSETTS 

















a) prong underwriter who can 
be swung over to the 
trust company form of ad- 
ministration will double his 


business.” 


Excerpt from an article by 
@ prominent underwriter. 


First Trust and Savings Bank 


Chicago 











New England’s 
Largest Corporate Fiduciary 


Individual Trusts. . .$133,000,000 
Corporate Trust...... 898,000,000 
Agency Account...... 348,000,000 


TRUST DEP4RTMENT 


OLbD GOLONY 


Trust COMPANY 




















‘ie Company is glad to codperate impar- 
tially with all insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 
140 Broadway 














NEW YORK 











Cooperation is gladly extended to Life 
Underwriters on Insurance Trust cases 
requiring the personal assistance of an 
experienced Trust representative. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 








THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 
57 Broadway 
TRUST DEPARTMENT 
VICE PRESIDENTS 


George E. Warren 
TRUST OFFICER 
George A. Kinney 


ASSISTANT TRUST OFFICERS 


Reeve Schley 


Howard F. Walsh George Runge 
George L Pierce Oliver Hill 
Edward S. Dix Vincent L. Banker 


Frederick Pintard 
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A-New Department 


Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
man. The National Underwriter takes great 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- 
tions which are particularly well equipped to 
render valuable service to the life insurance man 
dealing with Life Insurance Trust and other 
Estate Problems. 


The National Underwriter 
CHICAGO 





WHAT’S AHEAD? 


t. question is in the mind of every am- 
or man. It’s in your mind. 
Pn answer does not satisfy, it will pay you 
 iearn the advantages of a life underwriting 
Contract with Fidelity. 
double 12 originated the disability provision, the 
ol peneht feature, and the “Income for Life 
oe a It operates in forty states on a full level 
a basis with more than $75,000,000 in 
Sets and over $366,000,000 insurance in force. 
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That 


More than 36,000 direct leads a year 
lrom Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 

- PHILADELPHIA 
Walter LeMar Talbot, President 








T. O. Berge, President 


JUST WHAT YOU WANT 


The best in Life and Casualty contracts. 
Liberal Commissions, Non-forfeitable Renewals. 
Leads and genuine co-operation. 


This is the oldest Life, Health and Accident Company in the Northwest. 
have been substantially increased by energetic new management. 


Assets and surplus 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 


706-10 Plymouth Bldg., Minneapolis 


P. G. Erickson, Secretary 
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THE SOUTH CALLS! 


Five important Southern Cities offer at- 
tractive General Agency Openings to men 
who come with 


ATLANTIC LIFE 


the oldest legal-reserve company domiciled 
in the South writing ordinary life insurance 
exclusively. 


Winston-Salem 
Birmingham Jacksonville 
Mobile Tampa 


Montgomery 


Was Write in Confidence to “3 


Agency Department 


Atlantic Life Insurance Co. 
Richmond, Virginia 











Round Out Your Service 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 
over: 


Any natural death 
Any accidental death ... 10,000 
Certain accidental deaths .... 15,000 
Accident Benefits .....$50 per Week 
(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





| ALL IN ONE POLICY | 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


Concord New Hampshire 











Inquire! 








NATIONAL 


UNDERWRITER 


morning program. He made a brief but 
very humorous address in which he 
emphasized the fact that only the man 
who is alert, wide awake, knows what 
is going on in this world and can use 
some of what is going on to his advan- 


tage. He said that many men never see 
what is important, that half of what 
they see they do not understand and 


that half of what they understand they 
do not remember. Later in the day 
Mr. Whatley put to a vote the question 
of whether Senator Kessinger should 
be asked to address the next sales con- 
gress, and the answer was overwhelm- 


ingly affirmative. 
Sales Contest Enlivening 
The tempo of the afternoon session 
was increased considerably by the one- 


hour sales contest in which E. B. Thur- 
man, general agent of the Missouri 
State Life, was master of ceremonies. 
The judges in the contest were Ralph 
C. Lowes, Peoria, state manager for 
the Lincoln National Life and _ presi- 
dent of the Peoria Life Underwriters 
Association; C. H. DeLong, Champaign, 
manager of the Peoria Life and vice- 
president of the Illinois association, and 
N. J. Frey, Madison, Wis., president of 
the Wisconsin Life. Four subjects were 
covered—“ Prospecting,” “Meeting Ob- 
jections,” “Approach” and “Close.” Mr. 
Jacobs of the Mutual Life of New York 
won first prize under “Prospecting,” and 
A. Conwisher of the Security Mutual, 
second. Winners under “Approach” 
were Mr. Goulding of the Connecticut 
Mutual, first, and Miss Rabin of the 
Equitable Life of New York, second; 
under “Objections,” J. E. Kent of the 
Bankers Life of Iowa took first prize 
and Mr. Kautz of the Acacia Mutual 
Life, second; Harry McNamer of the 
Equitable Life of New York won first 
prize under “Closing” and E. A. Sow- 
ers of the Berkshire Life was second. 
Mr. Thurman handled the contest ad- 
mirably and _ injected enough humor 
into this part of the session to keep in- 
terest at high pitch throughout. 


Mrs. Skillin Is Speaker 


Eleanor Y. Skillin, $1,000,000 pro- 
ducer in the Bokum & Dingle Chicago 
agency of the Massachusetts Mutual, 
addressed the afternoon session follow- 
ing the sales contest. In some detail she 
gave the history of some large cases she 
has written, her principal point being 
that every agent will do well to keep in 
touch with his old policyholders, since 
so many policyholders who are in busi- 
ness are regularly adding to their line 
of personal insurance. She told how one 
business man to whom she has sold sev- 
eral large policies started with a $10,000 


policy and gradually built his line up 
to around $300,000, although none of 
the business written subsequently to 


issuance of the original $10,000 pdlicy 
was written by the agent who placed 
that first small policy. In introducing 
Mrs. Skillin Mr. Whatley paid hand- 
some tribute to the women members of 
the life insurance fraternity in Chicago. 

Hugh D. Hart, vice-president of the 
Penn Mutual Life, the last speaker on 
the program, talked about “The New 
Salesmanship.” 


TEXAS AGENTS GATHER 
FOR SPRING MEETING 


(CONTINUED FROM PAGE 5) 
Life, and first president of the Texas 
association, then introduced C. C. Day, 
vice-president of the National associa- 
tion and general agent of the 
Mutual Life at Oklahoma City. 

In outlining the presentation to the 
prospective agent and salesman as used 
by his company in the selection of new 
producers Mr. Day delivered one of the 
outstanding talks of the meeting. 


“Everybody really wants insurance, 
Mr. Dav stressed, ‘in spite of the fact 
that some salesmen avree with the 


reservation that everybody wants it ex- 
cept the ten prospects they called on 
that day. Sentiment is the greatest fac- 
tor in the insurance business. It is the 
basis of life insurance, and everybody 
has sentiment. Life insurance will reach 
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as far into the future as a man wants 
his love to reach.” Mr. Day again ad- 
dressed the convention at the banquet 
Friday evening. 

Possibilities of Advertising 


“Life insurance companies are just be- 
ginning to recognize the part advertising 
can play in selling insurance to the 
public,” declared Lorry A. Jacobs, d 
rector of public relations for the South- 
land Life, in a talk on advertising’s part 
in the sale of life insurance. We can 
well take a tip from the experience oi 
the public utilities companies in this 
country. Until five or six years ago the 
average public utility was looked upon 
as a sort of octopus, gucking the finan- 
cial blood out of the rank and file oj 
citizenship. People didn’t like the public 
utilities companies, and primarily be- 
cause there was a sense of mystery 
woven about the corporations. They had 
not taken the time to acquaint the public 
with the facts. 

“Then gradually public utilities beg 

advertising. They laid their cards on th 
table. Today the average public service 
company is in the good graces of the 
average citizen. Many average citizens 
own shares in their local light and power 
companies. Advertising has done the 
trick. 

“It can do the 





same thing for the liie 
insurance companies, not that they sui- 
fer the ill-will of the public as_ they 
suffer from lack of insurance knowledg 
on the part of the average citizen. 


Will Break Down Kesistance 
“Advertising will not make me 
come to your offices and demand hat 





you write policies for them, but it wi 

educate the average man as to the prac- 
tical value and scope of life insurance 
and thereby break down a great deal oi 
the resistance that the salesman today 
must eliminate before he gets down to 
the actual job of selling a prospect in- 
surance. 

“Publicity is not a cure-all, and the 
insurance company or agency which ex- 
pects it to go out and sell will be dis- 
appointed. But it is a vital tool which 
we may use with a definite degree oi 
success.” 

Mr. Jacobs briefly outlined a coopera 
tive advertising campaign which 15 of 
the 21 Texas life underwriters are t 
launch within the near future. 

The address of the afternoon session 
was delivered by Mansur B. Oakes of! 
Indianapolis, president of Research and 
Review Service. “Some men are to 
easily satisfied with success,” Mr. Oakes 
said. “That makes them set their goals 
too low. Then when they reach that sat- 
isfactory goal they cease to improve 
themselves. They become stagnant and 
a stagnant-minded man is a poor pro- 
ducer. We have a habit of doing the 
unimportant things in life on schedul 
and then overlooking entirely the really 
big things that lead to real success.” 

Nearly 200 agents and salesmen wert 
in attendance. The next convention o! 
the association will be held in Austin in 
October, at which time officers for the 
ensuing year will be elected. 


Honored by Industrial Engineers 


S. O. Kennedy, comptroller and as- 
treasurer of the Internationa! 
Life, was unanimously elected vice-pres* 
dent in charge of meetings for the new- 
ly organized St. Louis chapter of the 
Society of Industrial Engineers. A mem- 
bership campaign will open 

Mr. Kennedy will take an active 
The organization plans standard costs 
budgeting, wage incentive plans, opera 
tion standards, market research 
waste reduction in industrial plants an 
commercial establishments. Simi! 
chapters will be established in all « 
principal industrial centers of this < c 
trv and Canada. 
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Extending Its Organization 
Life of Blooming- 
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The Great States 
ton, TIL, is gradually 
ganization. It will open territory out 
side of its home district in May 
will go after new business rather act" 
It is getting a good start at hom: 
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Some Changes That Are Likely to Be 


Seen in Life Insurance Salesmanship of 


the Future—Many Improvements Noted 


BY HUGH D. HART 
Vice-President Penn Mutual 


HERE are two major problems of 
T ite insurance distribution. The first 

is an organization problem; the 
problem of how a company can most effi- 
ciently develop its territory. The second 
problem of life insurance distribution has 
to do with individual selling methods. 


Is life insurance salesmanship under- | 
going a change? If so, what will be the | 


nature of that change? 


Change Is Noticed 
On All Sides 


Let us consider the first question. I 
believe if one were asked to express in a 
single word the outstanding character- 
istic of modern American life, he could 
do so by using the word “change.” 

Will life insurance salesmanship stand 
still in the midst of so much change? 
How can life insurance salesmanship 
stand still while all other factors of pres- 
ent day life are undergoing change? In- 
surance selling is a progressive art, 
manned by progressive men, who are 
not content to fall out of line with gen- 
eral progress. Therefore, I think we are 
now in a period of transition between 
the old methods of selling life insurance 
and the new. This new salesmanship 
which we are gradually developing, 
while retaining the best elements of the 
old, will differ from it both in its 
emphasis and method in many vital ways. 
What, then, will be the nature of the 
change? How will the new salesmanship 
from the old? What will be its dis- 
tinctive characteristics? 

Quality May Be Emphasized 

Rather Than Quantity 


One 


Sist in) 
t mn 


differ 


fundamental difference will con- 
my judgment, in emphasizing 
quality above quantity. The old life in- 
surance salesmanship was motivated too 
much by quantity. Volume has been the 
dol we have worshipped, the golden cali 
we have bowed down before. We have 
measured the success of agents too much 


Stand With Competitors? 


in 


i this 


the volume of business they have | 
produced. 
How Does the Agent 


1ew qualitative salesmanship 
as contrasted with the old quantitative 
salesmanship, volume will cease to be 
€ main standard by which a man’s 
success in this business will be measured. 
We will not merely ask: “How much life | 
u nce did he sell?” There are several | 
questions we will also wish to 
ive answered. Let us examine a few 
t these questions. 

First, we will want to know how he 
stands with his competitors. No man |} 
will be counted a success unless he has 
Sained and maintained the respect of his 
a mpetitors. 

Second, we will want to know how 
tands with his company. I think the 
medical department is the best place to 
ind the answer to this question. In the 
Code of the new life insurance sales- 
manship it will be considered more im- 
portant to refrain from selling life in- 
surance to some people than to sell 

Or to put it another way, the 





er 


Ave 


es 





them 


| careful selection of risks at the source 
by the underwriter will be recognized as 
a paramount obligation. One great au- 
thority on underwriting has stated that 
the influence of medical selection on 
risks expires after five years but that 
the agents selection continues through 
the entire period the policy is in force. 
One company with which I am familiar 
has an average policy life of 16% years. 
If the five-year medical theory is sound 
the agents’ influence on mortality in this 
company will persist 11'4 years after the 
medical influence ceases. What a tremen- 
dous restraint this responsibility incor- 
porates in the code of the new life insur- 
ance salesmanship. 


| 


Positive and Optimistic 
Tone Will Be Seen 


The new salesmanship will not only 
stress quality more than quantity, but it 
will also introduce a more positive and 
optimistic tone into its processes. The 
old salesmanship depended too much on 
the idea that life insurance was .merely 
an antidote for disaster. Almost every- 
thing we buy in this age of thrills is 
bought in the expectation of getting a 
thrill from the purchase. Most of the 


| as the guarantor and perpetuator of that 
bliss for which the home is the symbol. 
In the new salesmanship, life insurance 


will stabilize happiness. In the old 
salesmanship, it was too often wont 
merely to “drive away the goblins.” The 





HUGH 


D. HART 


ills which might befall. The new sales- 
manship will address itself to the at 
tainment of a fuller life—a life rendered 


more interesting and useful because o 


_ Life insurance men will be particularly interested in this prophetic view- 
point of Hugh D. Hart in his vision of life insurance sales methods in years to 


come. Mr. Hart has something of the quality of mind of the seer. 


His wide 


experience with the rate book, agency manager, general agent and company off- 


cial has given him a range of sight extending far ahead. 


These observations 


were made by Mr. Hart before the recent Life Insurance Sales Congress con- 
ducted by the Chicago Life Underwriters’ Association. 


great selling successes of the past decade 
wr two have been based on a salesman- 
ship that was positive, not negative; opti- 
mistic, not gloomy; filled with the en- 
thusiasm of hoped for thrills, not 
weighted down with dark forebodings of 
despair. Life insurance salesmanship 
alone of the truly great selling systems 
has resisted the call of a buoyant optimist 
for its motive and its tone. 


New Salesmanship Charged 
With More Happy Spirit 


The new salesmanship, of which | 
speak, will be charged with this more 
happy spirit. I imagine I can hear some 
practical-minded underwriter asking this 
question: Suppose for example you are 
trying to sell a man insurance to cover 
the mortgage on his home? How would 
vou go about it in the new salesmanship? 
Let me answer that by telling you how 
we would try to sell him in the old way. 
We would point out that the home was 
likely to be foreclosed by the mortgage. 
We would picture his wife and children 
having to move out and the hardship this 
would entail. We would emphasize the 
calamity side of the picture, the fear 
side of the picture, the pathetic side oi 
the picture. In the new salesmanship we | 
would stress the pleasure of a home; its 
vital meaning to the life of a family: its 
contribution to the character, as well as 
its indispensability to the happiness of 
the wife and children. 

The new salesmanship would weave | 
life insurance into this pleasant picture 





the alliance with life insurance 
Applicant’s Needs One 


Goal of tthe Sale 


A great step was taken forward in 
| the direction of this new salesmanship 
when we ceased to think of the sale 


as merely the act of getting the pros 
pect’s name on the dotted line and we 
began to substitute for that conception 
the idea of underwriting the applicant's 
needs. The expression “getting the name 
on the dotted line,” has been supplanted 
by “diagnosing the prospect’s needs.” 
The new salesmanship will not bound its 
appeal by the limitations of human 
needs, however. Its frontiers will 


exX- | 


old salesmanship brooded too much over 


tend far out into the illimitable horizons | 


of human ambitions. The new salesman- 
ship will venture then not only a diag- 
nosis of a man’s needs, but it will chart 
his ambitions as well and will join its 
material assistance to the desires of his 
imagination. Since almost every worthy 
human ambition depends for its consum- 
mation on a financial factor, life insur- 
ance will have some such place in furth- 
ering the vaulting schemes of men, as it 


| now has in supplying their basic needs. 


Contribute to Accomplishment 
For More Inspiring Deeds 


Thus the new salesmanship will con- 
tribute to the accomplishment of inspir- 
ing deeds, as did the old salesmanship 
minister to men’s necessities. We can 
conceive of a state of mind being en- 
gendered by this improved appeal in our 





selling effort, which will give a more 
cordial reception to the salesman who 
bears this new message of constructive 
optimism. We may even live to see the 
day when policyholders will derive the 
same pleasurable sensation from writing 
a check to pay a life insurance premium, 


that they do today when they clip a 
coupon from a bond. For they will be 
taught to realize that the one act as 
much as the other represents the at- 


tainment of another milestone in their 
march toward one of life’s great goals. 
The new salesmanship will abandon 


the present mode of describing policy 
forms, dividend scales and company 
practices. It will regard these matters 
as mere details. It will not greatly con- 


cern itself with selling the vehicle, but 
it will strongly emphasize the value of 
the goal. 


Sales Will Be Increased 
Due to Expanding Uses 


As this thought of what life insurance 





can do to help make men succeed be 
comes dominant, actuarial inyprovisa 
tions, new policy forms, special plans, 
competitive clauses and the like, will 


fade into the background. We will leave 
it to the automobile venders to stimulat 
sales by bringing out new and snappy 
models. We will augment our sales by 
discovering ever new and expanding uses 
for life insurance. The creative thought 
of tomorrow in life insurance will devote 
itself not to devising new plans of insur 
ance, but to discovering new ways to 
adapt life insurance to human usage. 

I think, too, that the new salesman 
ship will differ from the old in the man- 
ner of its presentation. Advertising will 
make task lighter. But in this re 
spect particularly its technique will im- 
prove. It will lose much of that offensive 
aggressiveness which sometimes renders 
unlovely the old way of selling. The old 
salesmanship gloried in the selling talk 


its 


and in the way in which that talk was 
delivered 
Ideas Will Predominate 


In the Canvass 

In the new salesmanship, ideas will 
predominate over his talk and the sales- 
will lose salesmanship in his pro 
cesses of diagnosis and adaptation. Clay 
Hamlin, America’s largest individual 
producer, has related an incident in his 
experience which illustrates sales aggres- 
siveness may disappear without an abate 
ment of effectiveness. Mr. Hamlin had 
completed his calm, dispassionate demon- 
stration of the desirability of life insur 
ance as a part of a client’s life schedule 


mat 


He did not ask the prospect to buy. In 
fact he frankly told the prospect he 
would not use any pressure. “No,” said 
the prospect with a smile, “you do not 
use pressure in your talk; but the pres- 
sure is there just the same, it is the in- 
scrutable pressure of your ideas.” 


The new life insurance salesmanship, 
by the clarity and reasonableness of the 
thinking which underlies it, will be dis 
arming of and objections, 
whereas the old method with its too ap- 
parent aggressiveness, often induced the 
which might have 


defenses 


raising of barriers 
been avoided 


Predicated on Long View 
Of Life Insurance Values 


The new salesmanship will be predi- 
cated upon the long view of life insur- 
ance values, rather than the short view. 
The sale of individual policies will not be 
its chief concern; its chief concern will 
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Coates & HERFURTH 
CONSULTING ACTUARIES 
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CONSULTING 
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NSELOR LAW 
CONSULTING AaruaRy 
Premiums, Reserves, 
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and all Life Insurance Forms Pre- 
geet. The Law of Insurance a 
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ENRY R,. CORBETT 
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HAIGHT. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
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ARRY C. MARVIN 
Consulting Actuary 
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(CONT’D FROM PRECEDING PAGE) 
consist of the effort to convert the pros- 
pect to an understanding of what life 
insurance can do for him as a permanent 
and progressive partner in his plans. To 
sell one sporadic policy after another 
will be alien to its method. The thor- 
oughness with which the new salesman- 
ship will seek to make the client a life 
time convert to the idea of life insurance 
as a fundamental and indispensable ally 
in performing his mission—that thor- 
oughness will yield not just a policy but 
a program; not merely a commission, but 
a client. 


Sale Will Be Continuing 
and Progressive Process 


Having won his convert over to a 
permanent life insurance faith and allegi- 
ance, the sale of policies to that client 
will become a continuing and progressive 
process, details, as it were, in the un- 
folding drama ‘of that man’s life. The 
great task in this new salesmanship will 
be to provide the client with the back- 
ground of understanding of life insur- 
ance in relation to his life plans, so that 
he will have an enduring enthusiasm for 
the project and will gladly permit the 
agent who has instilled him with his 
life insurance convictions to add the re- 
quisite policies as his needs grow and 
his ambitions are realized. 

It goes without saying, that a sales- 
manship which comprehends the larger 
task of selling clients to a life time 
alliance with insurance will have solved 
in advance the vexing problem of lapsa- 
tion. With the emphasis laid on secur- 
ing a permanent client instead of merely 
securing an application, there will be 
eliminated the temporary and transient 
elements which have so largely contrib- 
uted to lapsation in the past. 


More Complete Information 
Will Be Gotten From Clients 


More complete information will be ob- 
tained about such clients as are to be 
sought out as the agent’s permanent 
customers. Fewer clients will be served, 
but they will be more profitable because 
they will insure more adequately and 
more continuously due to the complete- 
ness with which they will be won over 
to life insurance. There is another phase 
of the new salesmanship which will deal 
in permanent values inherent in the life 
insurance plan, but too often omitted 
from its practical execution. This phase 
relates to the proper distribution of the 
proceeds of life insurance policies. 


New Scheme Will Foster 
More Honest Salesmanship 


The new salesmanship will recognize 
its incompleteness if it implants a great 
and abiding life insurance conviction, 
together with the necessary insurance to 
interpret that conviction, and then ne- 
glects to inculcate appreciation of the 
necessity for proper distribution of the 
proceeds. It will not be a presump- 
tuous interference with the client’s 
plans for the use of the life insurance 
money. On the contrary, it will be 
an honest salesmanship, which, hav- 
ing indeed a plan of insuring, for 
definite purposes, will emphasize the im- 
portance of adopting the necessary 
measures to guarantee that the insurance 
money will be safeguarded for these pur- 
poses. This is the supreme test of per- 
mance in any method of life insurance 
selling. 


SEVERAL PROMOTIONS 
MADE BY HOME LIFE 


(CONTINUED FROM PAGDB 3) 


Maryland. His early life insurance ex- 
perience was with the Continental-Amer- 
ican Life of Delaware, with which com- 
pany he achieved a name for himself 
among agency men throughout the coun- 
try. He was with that company for 12 
years, having a varied home office and 
agency experience. First he was agency 
secretary of the company, then agency 
manager and then vice-president. While 
in this connection he became known 
throughout the country for his aggres- 
sive agency work, building a name for 
his company and himself. He is a pol- 
ished speaker and has spoken throughout 
the country, keenly analyzing field prob- 
lems. In February 1927 he resigned his 
post with the Continental American to 
become superintendent of agents for the 
Home Life which was then beginning its 
new program of development. In the 
one year with the company, he has great- 
ly strengthened the agency organization 
and has seen the business almost double. 
It was also largely due to his persuasion 
that the new preferred risk ordinary life 
policy was adopted, which has contrib- 
uted so much to the business growth, 
far the majority of the company’s busi- 
ness now being on this one form. In ad- 
dition to his company work, Mr. Fulton 
has given much time to the Association 
of Life Agency Officers and the Life 
Insurance Sales Research Bureau, now 
being chairman of the executive com- 
mittee of the latter. 


Manning Quickly Advanced 


H. W. Manning, who succeeds Mr. 
Fulton as superintendent of agents, is 
one of the most recent additions to the 
home office agency organization of the 
company. It was only in February that 
he joined the Home Life as assistant 
superintendent of agents, but he was 
immediately thrown into active charge 
of the department, as Mr. Fulton was 
suddenly taken ill with appendicitis and 
was absent from the office for two 
months. Mr. Manning is an experienced 
and well known agency leader, also hav- 
ing been active in the Life Agency 
Officers Association. He graduated from 
the University of Toronto and went 
with the North American Life of To- 
ronto, having 15 years service with that 
company. He was manager of the branch 
office at Toronto for five years, making 
that office one of the largest in Canada. 
He was then assistant superintendent 
of agents for five years, the last two 
years being chiefly in the United States, 
so that he became thoroughly familiar 
with the agency proplems in this coun- 
try. He now becomes superintendent 
of agents for the Home Life. 


Dr. Whitney Is Veteran 


Dr. C. F. S. Whitney, now a medical 
director, is one of the veterans in the 
home office staff. He has been con- 
nected with the company nearly 35 yeras, 
beginning before he had completed his 
schooling by spending his summer va- 
cations helping in the agency and sup- 
nly departments. He was an outstand- 
ing student. graduating from college a 
Phi Beta Kappa, though only 20 years 
of age. This was followed with three 
years at medical school, from which he 
graduated with honors. Adding to his 


service in France during the war with 
three decorations from the French. He 
went over as a lieutenant with the New 
York University ambulance unit, re- 
turning after two years’ service with the 
title of lieutenant-colonel, in addition to 
the medals. He has also been active in 
affairs of his profession, serving as presi- 
dent of the Association of Medical Di- 
rectors of the United States and Canada 
in 1924 and 1925, now being on the 
executive committee of that organization, 
Dr. Whitney, like Mr. Cameron, has 
been very close to the agency depart- 
ment in all of his work. 


Cruess Also a Canadian 


Leigh Cruess, who becomes assistant 
secretary, is a graduate of Queens Uni- 
versity at Kingston, Can., finishing his 
work there in 1915. He then entered 
the Canadian army, serving overseas for 
three years. Returning to Canada after 
the war, he took additional studies at 
the university and in 1919 joined the 
home office organization of the Home 
Life. Four years later he was made as- 
sistant actuary and then when the com- 
pany organized the new issue depart- 
ment, to facilitate policy issue, he was 
made manager of that. Under his direc- 
tion the department has developed a 
24-hour service, now being able to put 
through new policies in that short time. 


SALES RESEARCH BUREAU 
INVESTIGATES AGENCIES 





Two representatives of the Life In- 
surance Sales Research Bureau, S. G. 
Dickinson and D. E. Huntington, just 
concluded a six weeks’ trip through the 
west for the purpose of investigating at 
close hand the agency methods of a 
large number of general agents and man- 
agers of its member companies. The 
cities on the itinerary included Omaha, 
Lincoln, Kansas City, St. Louis, Cincin- 
nati and Pittsburgh. 

A great deal of valuable information 
was gathered which will form in part 
the basis for the next of the manager's 
manuals. The investigation had two ma- 
jor purposes: (1) To secure as much 
specific information as possible > 
the sources of new men, and (2), 
investigate the subject of agency or- 
ganization, including a study of the man- 
ager’s assistants. 


Early Loans Permitted 


The Dominion department has been 
advised by the Canadian department of 
justice that under the provisions of sec- 
tion 91(g) of the insurance act, 191%, 
life insurance companies are permitted 
to make loans to policyholders on the 
security of their policies before the pay- 
ment of three annual premiums. 

The department has therefore ap- 
proved of policies containing provision 
for such earlier loans. 
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Insurance Experience 


Territory Desired 


with this Company. 


A. L. Key, President 





The above information will be treated in confidence, and will bring you information as 
to whether the territory is open and full particulars about the General Agency opportunities 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 


Faithfully Serving Insurers Since 1903 
Operating in Alabama, Arkansas, Florida, Georgia, Louisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. 


J. M. Mitchell, Agency Manager 
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